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CONSIDER OBLIGATORY 


AUTOMOBILE COVERAGE 


Hint of State Funds Seen in Compulsory Education-- 
Attitude of Companies Soon to Be Crystallized 


@HE question of compulsory automobile in- 
surance seems to constantly acquire fresh 
impetus from some unidentified source and 
flaunt its spectral legislation in the faces of 
insurance men, legal savants and the as-yet- 
unsuspecting public. Originally heard as a 
low murmur of indignation from those who 
had been injured by financially irresponsible 

itotorists, or whose property had sustained damages from the 

jsame source, it has grown to the proportions of a roar, particu- 

‘hatly loud in the States of New Jersey and Massachusetts, where 

iiteps are being taken, through the media of bills introduced, 

Howard what may or may not prove to be a remedy for the 

‘Situation. 

| Meanwhile, insurance executives have roused themselves and 

ate determined to find a common basis whereon they may stand 

has they face the prospect of having a veritable flood of policies 
tome into their offices under the operation of compulsory laws 
of being forced out of business by monopolistic State funds. 

Maving this purpose of co-operation in view, a conference 

Meeting was held at the Hotel Astor, New York city, during 

Me conventions of the insurance commissioners’ group and the 

Association of Life Insurance Presidents. As an outgrowth of 

Mat session, which was reported in detail in THe Spectator for 

Wecember 11, a committee was appointed to consider the posi- 

Hon which could be taken by the insurance companies with 

gard to the imminent problem of compulsory automobile cov- 

Mages. The first gathering of this committee was held in the 
Homs of the Downtown Association, in New York city, on 


3 : 


December 16 and little else was done at that time except to 
outline a plan of organization and future procedure. 

The committee which had been appointed consisted of 
William BroSmith, vice-president and general counsel of the 
Travelers; J. W. Henry, president of the National Association 
of Casualty and Surety Agents; A. J. Lilly, general counsel of 
the Maryland Casualty Company; Edson S. Lott, president of 
the United States Casualty: Manton Maverick, vice-president 
and counsel of the Continental Casualty; A. Duncan Reid, 
president of the Globe Indemnity Company ; C. H. Remington, 
vice-president of the Aetna companies; E. C. Stone, associate 
United States manager of the Employers Liability ; and Thomas 
C. Moffatt, president of the National Association of Insurance 
Agents. 

The second session of this committee was called by Edson S. 
Lott and met on Tuesday of this week, again at the quarters of 
the Downtown Mr. Lott was elected chairman of 
the committee and this time there was a definite understanding 
of just what angles of the compulsory automobile insurance 


Association. 


question should be discussed and which of its phases were most 
important to the companies in their probable future dealings 
with the public. E. C. Stone, associate United States manager 
of the Employers Liability, reiterated the explanation of the 
Massachusetts bill which he had made before the special con- 
ference at the Hotel Astor, and indicated that the extra-terri- 
torial features of this proposed measure might also give trouble 
to the companies. The Massachusetts bill, among its stipula- 
tions, provides that any motorist entering the State must, forty- 
(Continued on page 21) 
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Number One "Thursday, December 25, 1924 | 


To Our Agency Force: 


Here's the first number of a little Sales Letter - to be known as 
THE INSURANCE SELLEGRAM - that we are going to send to you each week. 


Its object is to help you, through suggestions and ideas, to 
produce more business and, thereby - and this is more interesting - 
MAKE MORE MONEY. 

THE INSURANCE SELLEGRAM will, we believe, always bring a message 
worth while. There is no "Subscription price". All we ask is that 
you give it your consideration. Don't use it to decorate the waste 
paper basket. Give it a chance. READ IT. Learn its message. Make 
a place for it in your files where it will always be EASY to find, 
and READY to serve, should you need it again. 

THE INSURANCE SELLEGRAM may not always refer to lines you are 
handling through this office. For instance, some SELLEGRAMS will deal 
with COMPENSATION INSURANCE, and you may not be placing your com- 
pensation lines with us. If, however, you are writing it at all, 
the suggestions will be just as VALUABLE to you as if you were doing so. 

For this reason every SELLEGRAM will come to you regardless of 
the lines you may be writing through us, or the kind of business we 
are talking about. 

Sooner or later every line you are handling - and maybe some you 
are not - will be talked about in THE INSURANCE SELLEGRAM. 

This office is TRYING HARD to render a BETTER SERVICE, not only 
to its Agents, but to their Clients. You can HELP US by letting us 
have any suggestions that will improve that service, which is, as you 
KNOW, a BIG ASSET to any Agency. 

To the end that we may fully enjoy the period of BIG BUSINESS and 
PROSPERITY that is upon us, it behooves us TO PULL TOGETHER and 
through perfect co-operation and happy understanding, get the most 
out of the opportunity that is, unquestionably, at hand. 


Yours announcingly, 


W 
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INCERELY appreciative of the 
thoughtfulness and courtesy shown, 
Tue Spectator thanks its friends for 
the many card greetings and expressions 
of good will it has received at this season. 
To the companies, general agents, agents, 
and others connected with the great insti- 
tution of insurance, we extend, in return, 
our best wishes for a Merry Christmas 
and a happy and prosperous New Year. 


+ ope may fairly believe, from a re- 

view of the recently reported con- 
versation between President Thomas C. 
Moffatt, of the National Association of 
Insurance Agents, and President Neal 
Bassett, of the Firemens Insurance Com- 
pany of Newark, N. J., that there is an 
impression abroad that the association in- 
tends to use boycotting methods to carry 
into effect the now famous Milwaukee 
resolution. Without knowing anything 
at all of the plans of the agents, we are 
of the opinion that such an idea is rather 
ridiculous. The membership of the asso- 
ciation includes only a small percentage 
of the licensed agents of the country, 
and if every member resigned the Fire- 
mens and the Northwestern National of 
Milwaukee, there would still be a large 
feld of agents for these two companies 
to pick and choose from. No one can 
possibly realize this fact better than the 
officers themselves, and it is entirely un- 
teasonable to believe for an instant that 
such representative men would attempt 
80 foolhardy a measure. We cannot con- 
ceive of such a thing. On the other hand, 
it must be remembered that the associa- 


tion is extant for the prime purpose of 
protecting the business rights of its mem- 
bership. On certain broad, general mat- 
ters, it can accomplish far more than any 
individual insurance agent ever could. Its 
membership is representative, especially 
since it produces a high percentage of the 
total fire insurance premiums as com- 
pared to the percentage of members to 
the number of licensed agents. In other 
words, a very large proportion of the 
best producing members of the American 
Agency System belong to the association. 
These men have set up certain standards 
of practice which they believe will pro- 
tect their business without serious or 
undue disturbance to the general practices 
of the fire insurance world. In justice to 
them it must be stated that many com- 
pany executives have signified their ap- 
proval of these same standards. Most of 
the others practice them, even though 
they have not definitely committed them- 
selves. Two companies, already named, 
have actively opposed them, and have 
refused steadfastly to change their 
methods. In consequence thereof, the 
association has warned all its members 
that the practices of these two companies 
are not in accordance with its standards. 
As the members are paying their dues for 
just such service, it seems eminently 
right that they should receive it. No ulti- 
matums have been issued to the agents, 
nor will there be. They are left to decide 
for themselves whether or not they desire 
to take any action. On the other hand, 
the companies involved can withdraw 
their facilities from the association mem- 
bers if they so desire. We see no reason 
why a company should continue with an 
agent or an agent with a company if 
either beiieves the methods of the other to 
be unfair. 


MOST interesting brochure, en- 
titled “Lengthening Life Through 
Insurance Health Work,” has been is- 
sued by the Metropolitan Life Insurance 
Company of New York. This is a study 
of the trends of mortality among the 
company’s industrial policyholders. For 
fifteen years the Metropolitan Life has 
been systematically endeavoring to 
lengthen life, and has carried on organ- 
ized health work among its industrial pol- 
icyholders. Measured in terms of lives, 
President Fiske states that the improve- 
ment in industrial mortality in 1923 over 


— 


Pe) 


IQII means a saving of 52,600 lives. In 
the analyses of the results of the com- 
pany’s health work interesting charts 
are presented, mostly going to show a 
decreased mortality and a lengthening of 
the life span. The death rate per 1000 
among Metropolitan industrial policy- 
holders declined from 12.5 in IgII to 
8.9 in 1923; the expectation of life at 
age 10 for white males increased from 
45.61 to 52.30, and for white females 
from 50.66 to 54.54 years. The mor- 
tality among children showed a gratify- 
ing decrease, from 6.2 to 3.6, while the 
work for the prevention of tuberculosis 
yielded a decline from 224.6 per 100,000 
to 110.2. The death rate from influenza 
and pneumonia, cancer and puerperal 
diseases showed slight increases, and the 
death rate from automobile accidents per 
100,000 rose from 2.3 to 15.4, thus em- . 
phasizing the growing need for a curb on 
the carelessness which produces automo- 
bile fatalities. Even diseases of the heart 
showed a gratifying decline, from 141.6 
per 100,000 to 128.5. Deaths from acci- 
dents of all types decreased from 77.4 per 
100,000 to 62.7, while the typhoid fever 
record shows great improvement, the 
death rate having declined from 22.8 to 
5.1. It is apparent from this record that 
the health work of the Metropolitan Life 
has been most successful in lengthening 
life. This is a kind of work which is 
beneficial to all concerned, and it will 
doubtless be maintained and extended. 
Numerous life insurance companies are 
now giving their policyholders the benefit 
of physical examinations, which also tend 
to improve health and lengthen life. 


PLAYLET’S AUTHOR FOUND 
George W. Ayars Gives History of Famous 
Manuscript 

In answer to an editorial published in THE 
Spectator of December 11, concerning the 
life insurance playlet which was so successfully 
presented at the Los Angeles meeting of the 
National Association of Life Underwriters, 
George W. Ayars, now connected with the 
home office of the Phoenix Mutual Life In- 
surance Company, has written the communica- 
tion, herewith published : 


To the Editor of THE SPecTaTor: 

Your editorial entitled “A Playlet” on page 
53 of the December 11 issue, gave me some 
amount of amusement. Perhaps I can prove 
myself the “Solomon” who shall undo this “un- 
precedented tangle’ regarding the authorship 
of the lines of the playlet referred to. 

As president of the Los Angeles Life Un- 
derwriters Association at the time of the con- 
vention I was quite naturally in touch with 

(Continued on page 31) 





Life Insurance 


THE SPECTATOR 


Thursday 


ee 








STUMES & LOEB APPOINTED 
Get General Agency for Penn Mutual Life 
in Chicago 

Cuicaco, I1t., December 19.—Stumes & 
Loeb, well-known producers, who are now 
connected with the Bokum & Dingle general 
agency of the Massachusetts Mutual Life in 
the city of Chicago, have accepted a general 
agency for the Penn Mutual Life here. The 
consent of the Penn Mutual’s two other gen- 
eral agents in this locality, W. A. Alexander 
& Co., and C. J. McCary & Co., has been ob- 
tained and the new agency will soon be ac- 
tively handling business for its principal. 

The firm is composed of Charles B. Stumes 
and Arthur A. Loeb, both of whom have made 
excellent records as regards personal business 
development, and their affiliation with the Penn 
Mutual as Chicago representatives will be of 
benefit both to the company and to themselves. 
Mr. Stumes has been a life insurance man for 
the major portion of his business career, be- 
ginning as a clerk in the home office of the 
Northwestern Mutual Life at Milwaukee, his 
native city. Following this, he came to Chi- 
cago in 1906 and was made assistant general 
agent of the Mutual Benefit Life, in which 
post he induced Arthur Loeb, then a member 
of the fire agency firm of Adolph Loeb & Son, 
to enter the life insurance business. Loeb & 
Son were United States managers for the 
North German and the Transatlantic at that 
time, but Arthur Loeb, aided by the training 
he had already had, was a successful life in- 
surance producer almost from the beginning 
of the connection. 

Stumes & Loeb have specialized in business 
insurance and in policies to take care of in- 
heritance taxes and have adopted the program 
method of approaching prospects. They are 
both prominent in Chicago’s social circles and 
are recognized as leading factors in the growth 
of agency business in this district. 


Hail Adjustment Bureau Idea Not Popular 

Topeka, Kan., December 20.—The stock 
haii companies writing this line in Kansas 
apparently are not taking very kindly to the 
proposal of William R. Baker, Superintendent 
of Insurance, for the organization of a central 
adjustment bureau for the settlement of hail 
losses. Mr. Baker sent out a letter to all the 
stock companies writing hail lines early this 
month suggesting the formation of the central 
adjustment bureau and urging the companies 
to call a conference. 

The replies of the companies are just be- 
ginning to reach the Kansas Superintendent. 
Very few of the replies are even mildly favor- 
able to the suggestion. A majority of the let- 
ters indicate an active opposition to the pro- 
posal. Just why the companies are so against 
the scheme is not disclosed. The plan works 
with some satisfaction in the adjustment of 
fire losses and why it cannot be made work- 
able in the handling of hail losses is not dis- 
closed sufficiently to Mr. Baker. The com- 
pany officials simply express the view that they 
do not think the plan is workable but generally 
do not go into a discussion of this view. 


New Orleans News-Letter 

New OrteEANS, La., Dec. 20.—For over 
twenty-one years the Globe and Rutgers Insur- 
ance Company has been represented in these 
parts by LeBlanc & Railey, Ltd., of which 
concerh my old friend William M. Railey has 
been president and general manager and guid- 
ing and controlling spirit. 

The company notified LeBlanc & Railey, Ltd., 
that after January 1, 1925, the State of Mis- 
sissippi, with the exception of a few places in 
the southern portion of the State, would be 
withdrawn from their jurisdiction. This re- 
duced practically by one-half the territory 
heretofore controlled. This did not suit Railey 
and so he withdrew from LeBlanc, and Mr. 
Railey sold his interest to his partner, and in 


company with his son, William M. Railey, Jr, 
has established an office in the Carondelet 
building. Thus an association of over twenty- 
one years between the Globe and Rutgers and 
Mr. Railey has been abruptly sundered. 

It is reported that Special Agent S. Douglas 
Watson will succeeed Mr. Railey as vice-presi- 
dent and general manager of LeBlanc & Railey, 
Ltd. 

Another severance of old-time relations oc- 
curred when Charles Hoffmann resigned as 
manager of the New Orleans office of the 
American Surety Company to enter the service 
of the Union Indemnity. Mr. Lawrence Mc- 
Gee, who has been assistant manager at Louis- 
ville will succeed Mr. Hoffmann. 

O’ Hacerty, 








on the idea? 


STRENGTH OF” 
CIBRALTAR.” 





The Big Idea 


Every service you render wil! 
furnish you with an opportunity to 
be of greater service. 
draw policyholders more closely to 
your company and make them feel 
that you are extending to them every 
consideration consistent with up-to- 
date business methods and principles. 
Thus you will win their commenda- 
tion, gratitude and praise. 


If these objects are accomplished 
then it must follow as naturally as 
we expect tomorrow’s sun to rise that 
policyholders will spread your name 
and fame and open the way for your 
greater success and increasing service. 
Service is worth while. 
Have you thoroughly sold yourself 


Insurance Company of America 
EpwarpD D. DuFFIELp, President 
Home Office, Newark, New Jersey 


Service will 


It is BIG. 
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HEADS WESTERN DEPART= 
MENT 


J. R. Wilbur Gets America Fore 
Appointment 


E. A. HENNE TO ASSIST 


Several Other Appointments Made in Re- 
organization Under One Head of Three 
Company Departments 


The boards of directors of the American 
Eagle, the Continental and the Fidelity-Phenix 
Fire Insurance companies at their meetings last 
week made J. R. Wilbur, who has been vice- 
president of the Continental, and for a num- 
ber of years in charge of that company’s West- 
ern department, vice-president of all three 
companies and gave him superivision of the 
joint three company department. E. A. Henne, 
secretary of the American Eagle and manager 
of the Western department of that company, 
was made secretary of all three, and Mr. 
Wilbur's first assistant. FE. W. Hotchkin, Fred 
D. Hougham and Olaf Nordeng, assistant 
secretaries of the Continental, Fidelity- Phenix 
and American [agle respectively, were made 
assistant secretaries of each of the three com- 
panies. M. E. Moriarty is already assistant 
secretary of the three companies and will con- 
tinue in charge of the Western brokerage de- 
partment. In addition, Paul C. Otte and J. 
W. Bethel were made agency superintendents. 

In the West, as in the East, the field forces 
of the three larger companies of the America 
Fore group continue as independent units. 

Mr. Wilbur as head of the Continental’s un- 
derwriting has well earned his broader pasi- 
tion. He has been prominent on committee 
work and is consistently a progressive force. 

In the person of Mr. Henne, Mr. Wilbur 
will have an able second. The American Eagle 
has been growing in popularity throughout the 
territory handled by Mr. Henne. Even with 
the backing of a group such as the America 
Fore group it is no mean task to advance the 
interests of a young company in the highly com- 
petitive Western field. This Mr. Henne has 
done and has earned his new laurels. 

The farm department will be under the joint 
management of Elof Peterson and I. B. Goss. 
For each company to have the benefit of the 
judgment and experience of these two well- 
known farm underwriters will be of great 
value to the companies and their agents. 

The joint survey department will be the 
province of T. J. Scott, manager, and the hail 
department will continue under Jacob Nelson. 
George W. Lilly is already in charge of a joint 
loss department, which place he holds under the 
reorganization, 

J. R. Wilbur, vice-president, was born in 
Leeds, N. Y., in 1875, but his family moved 
to Chicago when he was five years old, and 
for the past thirty-five years he has made his 
home in Evanston, Ill. He received the degree 
of mechanical engineer from Cornell Univer- 
sity in 1897 and entered the Continental’s West- 
ern department in 1898, later becoming depart- 
ment engineer. For a time he was stationed on 





the Pacific Coast as special agent. In 1908 
he was again brought into the Chicago office 
and in 1912 was made assistant secretary and 
in 1916 secretary. In November, 1917, he was 
placed in charge of the Continental’s Western 
department, three years later being made sec- 
ond vice-president. This title was changed to 
vice-president in December, 1922. 

IX. A. Henne, secretary, was born in 1877 at 
Ft. Scott, Kan. His first :surance experience 
was with a local agency in that city. Follow- 
ing this the National Union employed him as a 
special agent in Kansas and Oklahoma and for 
a short time he acted as local agent at Musko- 
gee. Subsequently he traveled in Oklahoma as 
special agent for the John R. Thomas general 
agency of Dallas. In 1912, Mr. Henne came 
to the Continental as executive special agent. 
From this post he became, on January 1, 1921, 
secretary of the American Eagle in charge of 
that company’s Western department. 

E. W. Hotchkin, assistant secretary, was 
born in Blue Island, Tll., in January, 1887. Mr. 
Hotchkin is another example of the customary 
procedure whereby the America Fore com- 
panies advance those men which have grown up 
in their own organization. Following gradua- 
tion from Armour Institute of Technology in 
1910 with a Bachelor of Science degree in fire 
protection engineering, Mr. Hotchkin accepted 
his first insurance position with the Continental 
as an inspector. His inspecting and engineer- 
ing work has covered all of the Western union 
and Rocky Mountain territory. Later, he \e- 
came examiner, then special agent, and in 
August, 1920, was appointed agency superin- 
tendent for the Western department. In No- 
vember, 1923, he was made assistant secre- 
tary of the Continental. 

I’, D. Hougham, assistant secretary, was 
born August 24, 1883, at Des Moines, Iowa. His 
first insurance experience was with the gen- 
eral agency of Wilcox, Howell & Hopkins at 
Des Moines, Iowa, with which firm he started 
in 1904 as solicitor. In 1908 he became special 
agent for the Hawkeye Insurance Company in 
Iowa and in 1910 for the National of Hart- 
ford in the same city. In 1914 he became con- 
nected with the Fidelity-Phenix as State agent 
in charge of Pacific northwestern tcrritory, 
comprising Oregon, Washington, British Co- 
lumbia and Alaska, with headquarters at 
Seattle. He was transferred to the Western 
office of the Fidelity-Phenix in Chicago in 1919, 
appointed agency superintendent in 1921 and 
assistant secretary in February, 1922. 

Olaf Nordeng, assistant secretary, was born 
at De Forest, Wis., on February 13, 1886. Fol- 
lowing graduation from high school in that 
city he was connected with various newspapers 
until 1909, at which time he accepted a posi- 
tion with the Wisconsin Mutuals. He went 
with the Minneapolis Fire and Marine Insur- 
ance Company of Minneapolis in 1912 as a 
clerk and became examiner in 1914. In 1918 
the American Eagle took him in the position 
of examiner and on February 1, 1921, made 
him agency superintendent. In February, 1922, 
he was made assistant secretary of the Amer- 

ican Eagle. 


MAKES OFFER FOR MARYLAND 
MOTOR CAR 
Niagara Fire Will Pay $95 Per Share for 
Baltimore Company 

Battimore, Mp., December 22.—The Niagara 
Fire Insurance Company of New York has 
offered $95 a share for stock of the Maryland 
Motor Car Insurance Company of Baltimore, 
which has a close working relation with the 
United States Fidelity and Guaranty of Balti- 
more. Directors of the Baltimore company 
have voted by resolution to recommend to 
stockholders to accept the offer at the price 
quoted. The attitude of the directors, who, of 
course, are large holders of the stock, is re- 
garded as certain to put through the transac- 
tion, and arrangements are already being dis- 
cussed for the future of the company. 

It is understood that the company will con- 
tinue its executive offices in Baltimore and 
that Charles B. Reeves, recently elected presi- 
dent to succeed J. Purviance Bonsal, will con- 
tinue and that the staff will remain intact. 
The charter of the Baltimore company is to 
be amended, it is understod, to include all fire 
lines and thus use the agency force in forty- 
four States and in Hawaii tor building up this 
business. The Baltimore company only writes 
automobile fire now, getting much of this line 
on business where the United States Fidelity 
and Guarantee has the casualty lines on auto- 
mobiles. The Maryland company had a sur- 
plus of $154,471, November 30, $500,000 capital 
and total assets of $1,161,172. The par value 
of the stock is $50 and on that basis the $95 
price seemed ample to the stockholders. The 
Niagara is capitalized at $3,000,000, with total 
assets of $17,580,217. 


W. C. Fiand Engaged to Manage Auto- 
mobile Department for Pittsburgh 
Underwriters 


Arrangements for the launching of an auto- 
mobile department have been completed by the 
Pittsburg Underwriters, and issue of policies 
will commence on January 1. Wm. C. Fiand, 
heretofore associated in the offices of the 
“America Fore” group at New York, has been 
engaged as manager, and will report shortly 
after the new year. Mr. Fiand is a man of 
considerable experience in this department, 
both in the office_and field, and enjoys the re- 
spect and esteem of his company associates as 
well as the insurance fraternity generally. His 
friends vouch for his continued success in the 
new field. 


Death of Sidney F. Pollard 


Sidney F. Pollard, treasurer of the Hamp- 
ton Roads Fire and Marine Insurance Com- 
pany, died early last Friday morning in Hart- 
ford, Conn. Mr. Pollard was appointed treas- 
urer of the Hampton Roads at the time of its 
organization and has held his position unin- 
teruptedly since then. 


Ricumonp, Va., December 22.—The Fidelity Fire 
of Sumter, S. C., has announced its intention of 
operating as a board company in Norfolk after Jan- 
uary 2, 1925. 
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A Policy You 
Can Sell With Profit 


No, this is not an invitation for you to leave your 
own company, but just a suggestion to make your 

time yield more profits under our plan of improved 
brokerage service in branch offices. 









The Champion Income Accident policy is just one of the 

liberal, up-to-the-minute accident policies offered by us—it is a 

silent partner to the man dependent upon his efforts for his income 
and appeals to every prospect. 


This policy with its distinctive provisions is indicative of the progressive 
spirit inherent in all lines of protection offered by this company—Life 
Accident, Health, and Group. Under our plan you can place with us 
profitably (because all commissions on such business placed with us belong 
to the broker) business in the following lines: 


Accident Insurance 
—accident, health, and income accident 


Group Insurance 
—life, accident and sickness 


Life Insurance 
—substandard and surplus business 


What Our Branch Office Service Means to You 


Extremely liberal first year commissions and 9 guaranteed non-forfeitable renewals, on all 
life business you place with us regardless of volume. 


Awards and honors on same basis as offered to our_regular agents—in 1925 a trip to Cuba 
at our expense is open to you. 


Expert advice and assistance on surplus and substandard life, accident, and group insurance. 
Business handled either on a contract or a one-case agreement basis. 











Prompt action and liberal underwriting rules. 


Write us for Further Details 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 
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Fire Insurance 








T. M. BALDWIN’S DEFENSE 





District of Columbia Commissioner 
Refers Charges to Corporation 
Counsel 





PURPOSE OF LETTER 





Written in Hope of Starting Company 
Under Marine Act of 1922—American 
Capitol First Contemplated 


WasutncTon, D. C., December 22.—Charges 
appearing last week in a New York insurance 
journal to the effect that T. M. Baldwin, Jr., 
Superintendent of Insurance for the District of 
Columbia, boosted a stock selling campaign of 
the American Capitol Insurance Company, have 
been referred by Mr. Baldwin to Corporation 
Counsel Stephens for consideration. 

Emphatic denial that he had any personal in- 
terest, either in the company or any of the 
men connected with its organization, is made 
by Mr. Baldwin, who declares that his only 
interest was in encouraging the formation of 
companies in the District of Columbia under 
the Marine Act of Nineteen Twenty-Two. 

Mr. Baldwin points out that the American 
Capitol was incorporated with the approval of 
the attorney general, and that his office had no 
connection with the matter until an inquiry was 
received from Eugene Byfield of Chicago as to 
whether it could be recommended that he 
affiliate himself with the organization. In 
answering Mr. Byfield as he did, Mr. Baldwin 
explains, it was with the purpose of recom- 
mending the organization of such companies 
under the marine act, of which the American 
Capitol was the first. 

It was not intended that the letter in ques- 
tion was to be used widely in the selling of 
stock, although Mr. Baldwin did accede to a 
request by W. F. Quinn, organizer of the com- 
pany, that the latter be permitted to show it 
to a few others. 

The American Capitol was originally in- 
corporated under the name of the Astor In- 
surance Company, the name subsequently be- 
ing changed to the present title. The District 
of Columbia Insurance Department has no con- 
nection with the formation of insurance com- 
panies in the District of Columbia, which comes 
under the administration of the recorder of 
deeds, and does not enter into the picture un- 
til application is made for a license to do an 
There is no 
“blue sky” law in the district, but should a 
company be denied a license on the ground that 
fraud had been committed at any point in its 
formation, the case would be referred to the 
district attorney. The American Capitol is not 
transacting an insurance business.* 

It is asserted by Mr. Baldwin that at no 
time did he have any connection with the com- 
Pany and that his whole ‘esire was to have 
companies organized it the District under the 
marine act. 


msurance business in the district. 





—The American of Newark has issued a handy 
calendar for wall or desk use. 


“Underwriter’s Book of Forms”’ 


The “Underwriter’s Book of Forms,’ a new 
compilation of data intended to aid those 
engaged in passing judgment on risks, has just 
been published by the Underwriter Printing & 
Publishing Company. This volume is a suc- 
cessor of the “Hine’s Book of Forms,” which 
was known to fire insurance men in this coun- 
try for more than sixty years, and the pub- 
lication rights of which were acquired by the 
Weekly Underwriter about a year ago. Since 
that time, the Weekly Underwriter has printed 
new forms from week to week as they were 
released, whether bearing on new classes of 
writings or on old classes wherein the forms 
had been changed. 

The 338 forms now presented in the “Un- 
derwriter’s Book of Forms” apply to fire in- 
surance and such of its allied branches as auto- 
mobile, use and occupancy, crop, sprinkler leak- 
The forms given are 


age, and rent coverage. 
authorized by boards of fire underwriters and 
similar organizations and are in widespread use 
by leading insurance companies. Bound in 
leather, and containing 160 pages, the book 
embraces information essential to proper un- 
derwriting of the hazards treated, and con- 
stitutes what is practically a library of forms 
covering the enumerated branches of insur- 
ance. It should be in the hands of every mod- 
ern underwriter who wishes to keep abreast of 
the developments in his profession. 


Northwestern National Wins Case 

Following the Berkeley, Cal., conflagration of 
September 17, 1923, an article appeared in the 
Underwriters Report which the Northwestern 
National of Milwaukee deemed libelous, and 
it accordingly brought suit. A jury recently 
decided the case in the company’s favor, grant- 
ing it $1 for actual damages and $1000 for 


punitive damages. 





MISSOURI SUIT WON 


Report of Referee Adopted in Rate 
Case 


FAR-REACHING DECISION 


Appeal Taken by Superintendent Ben C. 
Hyde—Order Held Confiscatory 

St. Louis, Mo., December 23.—Circuit 
Judge Henry Westhues in Cole county circuit 
court at Jefferson City, Monday, December 22, 
adopted the report of Referee John I. Wil- 
liamson and set aside Superintendent Hyde’s 
order of October 9, 1922, reducing fire, light- 
ning, hail and windstorm insurance rates 10 
per cent. Counsel for Mr. Hyde immediately 
appealed the case to the Supreme Court. Judge 
Westhues held the order to be “confiscatory, 
unreasonable and void” and made permanent 
the temporary injunction issued against Mr. 
Hyde to prevent him carrying the order into 
effect. By agreement of counsel, Judge Wil- 
liamson was allowed a fee of $20,000 and $627 
expenses each side paying half these amounts. 
Mr. Williamson’s report, adopted by the court, 
is considered the most far-reaching ever handed 
down in an insurance case, and virtually elimi- 
nates all of the rate reduction orders issued by 
Mr. Hyde since October, 1922. Two similar 
orders are pending in court, each calling for 
5 per cent reductions in rates. 


D. M. Darby Retires From General Agency 

D. M. Darby, partner in the general agency 
of Darby, Hooper & McDaniel, New York city, 
announces his withdrawal from that firm. The 
remaining partners have purchased Mr. Darby’s 
interest and the agency will continue under the 
name of Hooper & McDaniel. To the present 
date Mr. Darby has made no announcement as 
to his, plans for the future. 
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UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 














THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 

Established - 
LONDON GUARANTEE & ACCIDENT ef, Lid, CENGLAND. 


Head Office 55 Fifth Ave., New York 
C. M. Berger, United States Manager 


Philadelphia Branch Office 
Wood Building, 512-514 Walnut ——— ite. Pa. 
ELMER A. LORD y CO., Resident Managers. 5 Milk Street, Boston, Mass. 








INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 











INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 








Reserve for Unearned Premiums .............. $1,251,042.79 

Ce BR OOS eee sree ree 307,400.33 

ROHNNTER OSs coi raicictolge cisions ss $500,000.00 

DET ROMIIIIIB isis winis oe ots. sss 100 sis 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
ee PS Se ae eee Tro $3,161,605.48 

Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 

= an 4. Secretary hae’ ee seg ee Agent 

atson, reasurer cake, enera $4 
Te edenteencnonndiemmes caianamianigdall race — 














LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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Good Solid Prosperity 


From Portland, Oregon, and Portland, Maine; 
from Duluth and Dallas have come orders to buy 
securities on the Stock Exchange. The wave of 
popular buying enthusiasm that has kept the wires 
hot and overloaded for weeks is born of strong 
confidence in coming prosperity. 


Blame 1924 for being election year; blame it for 
whatever you want to—but forget it. Look ahead 
to prosperity for 1925. Insurance along with all 
the widely diversified industries with which it is 
inseparably linked will prosper. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


~~ Eighty Maiden Lane,”New York, N. Y. 


ERNEST STURM 





Chairman of the Board Cash 
Capital: 
PAUL L. HAID $5,000,000.00 
President 
“AMERICA FORE™ 
Chicago Montreal San Francisco 
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Over $15,000,000 


—in Plate Glass premiums were written 
last year. Yet, only a third of the in- 
surable plate glass is now covered. 


If you are looking for checks——check 
up on your plate glass opportunities. 


Write us today for facts and figures 
on this very profitable casualty line; and 
for the address of our Branch Office or 
General Agent in your territory. 


International 
INDEMNITY COMPANY 


CASUALTY INSURANCE 
Home Office: Los Angeles, California 
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sT. LOUIS PLAN ASSURED SUCCESS 
Underwriters Association Makes By-law 
Changes Necessary to Put It Into 
Effect 
St, Louis, Mo., December 22.—The Fire Un- 
derwriters Association of St. at to- 
day's general meeting, ratified without amend- 


Louis, 


ment changes to the by-laws and constitution 
of the organization necessary to make effective 
the agreement recently reached with the West- 
This fur- 
nishes the needed legislation to back up the 
new rules and regulations scheduled to become 


ern Union and Bureau companies. 


effective on January 1. However, the com- 
panies and agents will be given until February 
1 to remove conditions that may not be in 
accord with the new plans. 

The meeting was largely attended and proved 
most harmonious, indicating clearly that the 
St. Louis agents are for an earnest effort to 
place the insurance business in the city on a 
firmer and more equitable basis. Prior to to- 
day’s meeting the new plan had been approved 
by counsel and the executive committee of the 


underwriters’ organizations. 


Union of Canton and Yangtsze Merger 

It was reported early this week among fire 
insurance circles that the Union Insurance So- 
ciety of Canton has accepted recent negotia- 
tions for consolidation with the Yangtsze In- 
surance Company of Shanghai. The Union was 
organized in 1835, and admitted to the United 
States through New York in 1917. ‘The 
Yangtsze was of later organization, being in- 
augurated in 1862 and entering the United 
States in 1907. The fire branch of the former 
is managed by Marsh and McLennan at Chi- 
cago, and the marine branch by W. J. Roberts 
in New York city. The latter is represented 
by Platt, Fuller & Company, New York city, 
as United States manager for its marine busi- 
ness, as this is the only class of insurance writ- 
ten by it in this country. 





Evidence Complete in Kansas Rate Case 

Topeka, Kan., December 23.—The taking of 
the evidence in the Kansas rate case has been 
completed. The case is to be argued before 
the Commissioner of the Shawnee district court 
in March. By the terms of the agreement 
reached at the close of the testimony Friday 
the insurance companies are to have until Feb- 
tuary I to file their briefs and abstracts of the 
testimony and the State is to have until March 
I to file its brief and abstracts. As soon as 
the briefs are filed the attorneys and the Com- 
missioner will agree upon a convenient time 


lor presenting the oral arguments before the 
Commissioner. 


Removal to New Offices 

The metropolitan departments of the Pacific 
Fire Insurance Company of New York, the 
Bankers and Shippers Insurance Company of 
New York, and the New Jersey Insurance 
Company of Newark, all controlled by C. V. 
Meserole, announce their removal to the lower 
floor of the Federal Reserve Annex building 
reached by an entrance at 4 Gold street. 


Fire Insurance 





Celebrate Forty-Fifth Anniversary of 
Baltimore Fire Underwriters 

Mp., 

mately 350 prominent insurance men oi Balti- 


BALTIMORE, December 22.—Approxi- 
more were at the dinner at the Hotel ‘Rennert 
given by the Association of Fire Underwriters 
of Baltimore City, to celebrate the forty-fifth 
anniversary of its organization. 

included Governor Ritchie, 
Mayor Jackson, Insurance Commissioner Car- 
ville D. Benson, Deputy Commissioner Wilson 
L. Coudon, Alfred G. Martin of New York, 
chairman of the executive committee of the 
Union; John Philadel- 
phia, chairman of the Baltimore committee of 
the Eastern Union; Louis Wiedeholt of Phila- 
delphia, secretary of the Underwriters Asso- 


The guests 


astern Kremer of 


ciation of Middle Department; E. R. Hardy, 
manager of the District of Columbia Rating 
Organization; R. Howard Bland, president of 
the United States Fidelity and Guaranty Com- 
pany; F. Highlands Burns, president of the 
Maryland Casualty Company, and J. Arthur 
Nelson, president of the New Amsterdam Cas- 
ualty Company. 

General Henry M. Wareld, president of the 
John P. Lauber, 
president of the Central Fire Insurance Com- 


pany, acted as toastmaster. 


Association, presided, and 


The Awful Rating Problem! 

Oh, Sir: Calculating Clara has just in- 
formed me that she looks at the Insurance 
Stamps on Christmas packages to find out what 
they were insured for; then she divides the 
amount of insurance by three to find out the 
value of the presents she receives. For pack- 
ages marked “Do Not Open Until Xmas” 
which arrive at least by the 23d she adds an 
extra dollar to the value of the present for the 
courtesy shown in allowing her to pick out a 
return gift of no higher cost—Conning Tower, 
The New York World. 





BURNING OF SMYRNA WAS WAR ACT 
Court Decision in Favor of Company May 
Affect $100,000,000 of Insurance 
The claim of the American Tobacco Com- 
pany against the Guardian Assurance Company, 
tried in England before Justice Rowlett, has 
resulted in a verdict for the defendant. This 
was a test case arising out of losses due to the 
burning of Smyrna in September, 1922, and it 
is supposed that nearly $100,000,000 of insur- 
ance placed in the United States and England 
may be affected by the decision. The judge 
gave the opinion that the fire was of incen- 
diary origin and was directly a result of a war 


act. 


New Company in Kansas 

Topeka, Kan., December 23.—The Home 
Mutual Insurance Company of Topeka has 
filed an application for a charter with the Kan- 
sas charter board. The company is to be 
authorized to write all lines of fire insurance 
upon business and farm property under the 
terms of the charter. The incorporators are: 
Tim Payne, Oskaloosa; H. A. Heath, Topeka; 
C. H. Peebler, Topeka; W. F. Leech, Oska- 
loosa; W. A. Payne, Oskaloosa. 

The company is to operate on a strictly 
mutual basis under the new mutual insurance 
law enacted in Kansas a few years ago. It 
is the intention of the company to write busi- 
ness only upon isolated property and that it 
will not take any lines in congested districts. 


—The Maryland Insurance Department has 
announced that no qualification card or license will 
be issued to any agent whose questionnaire has not 
been answered correctly. The warning is esepcially 
directed to those agents who have answered incor- 
rectly that portion of the questionnaire dealing with 
moneys owed to any company or general agent. 














The Weeklp Undervriter 


The Ginderwriter’s | 
BOOK OF FORMS 


SUCCESSOR TO 
HINE’S BOOK OF FORMS 


ESTABLISHED 1865 
CONTAINING 
Authentic transcripts of the newer forms for writing fire insurance cover- 
age, especially on the so-called “‘side lines” of fire insurance, especially auto- 
mobile, crop (frost and freeze), dyers’ and cleaners’ baillee, explosion, laundry 
baillee, rain, rents, riot and civil commotion, sprinkler leakage, etc. 


Reprinted from forms appearing every week 
in THE WEEKLY UNDERWRITER of New York 


PRICES 
Single Copies......... ee | NOU @GINER sy: oo ila ne ened $400 
One Dozen Copies.......... $50 1000 Caniede ...6 ses ee os $3,000 











80 Maiden Lane, New York, N. Y. WRG riod 3s biccotiweeece ened 
Please send to the address below............ COPien. s<: of ‘‘The Underwriter’s Book of 
Forms,” when published, for which I agree to pay......- 1. ee este eee eee eee eee Dollars 
(Se eo ) on delivery. 
II 
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| NOT A COMMODITY, BUT A SERVICE 


THREE BLIND MEN 


URING the year ending June 30, 1924, several blind men achieved membership in 

the ‘“IT'wo Hundred Thousand Dollar Club” of the New York Life Insurance Com- 

pany. The names of three, their Branch Offices and their records of paid insurance were 
as follows: 


Jutius Jonas, 42d St. Branch, New York City............ $215,500 
S. R. Hurr, Youngstown, Ohio, Branch.................. 300,916 
Pau Kerr, Knoxville, Tenn., Branch................... 406,405 


The 1924 $200,000 Club Class contained 929 members. These are the largest writers 
of business in the Company’s agency force of 8,500 men. 


The achievements of these blind men ought to make the blood of every life insurance 
man tingle, and be to him a clarion call to duty. They ought to shame every agent who, 
with health and all his senses, does not make a good living. 


“The fault, dear Brutus, is not in our stars, 
But in ourselves, that we are underlings.” 


What is their secret? Is it the character of the Company they work for—its history, 
policies, management? Quite likely that had something to do with it, but that is in the kit 
of every agent. The secret lies deeper than this. 


The first of the three men named, in addition to his work as agent, has interested 
himself in publications for the blind, and finds in this service great satisfaction. He in 
effect revealed his secret when he said at the Club meeting in September: 


“If I could recover my vision and had at the same time to go back to my old 
state of mind, I would much prefer to be without the so-called vision and 
enjoy the contentment I now feel.” 


Does the secret then lie in a state of mind? And did he and his fellows achieve that 
serenity of mind through unselfish service? It looks that way. And they all achieved 
success, too. 


An agent must reach that serenity of mind to be highly efficient and happy. All men 
can keep within hailing distance of Mr. Jonas by insuring their lives for the protection of 
their families. That is unselfish service, and it brings real joy. If you (meaning agents, 
the uninsured and the half-insured) feel sometimes like shirking, remember these Blind 
Men and get a new grip on yourself. 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, President 
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PERFECT PROTECTION 
POLICY 


Reliance Life Originator of This 
Name for Contract 


A NOTABLE ADVANCEMENT IN LIFE 
INSURANCE 


This Policy Covers Every Eventuality, 
Meets a Long=-Felt Need and Is Recog=- 
nized as a Milestone in Life In- 
surance Development 
Life insurance is a business which is ever 
on the alert to progress and improve the ser- 
vice available to its clients and prospects. Its 
history records an unbroken series of advance- 
ments. In its beginning, life insurance com- 
panies offered indemnity solely in the event of 
death and with a continuous premium. From 
time to time, features of advantage to the pol- 
icyholder and to the general public were added. 
Limited payment policies and endowments 
maturing in varying numbers of years thus 
took their place in the field; to the policies 
themselves, equitable and pertinent clauses were 
added, including non-forfeiture values, incon- 
testability clauses, loan values, instalment op- 

tions, etc. 

To supplement these policies, having their 
primary culmination in death, health and acci- 
dent riders were introduced and attached to 
and made a part of many of the contracts. In 
natural sequence, the 'Reliance Life Insurance 
Company of Pittsburgh, recognized the 
desirability of producing a single contract cov- 
ering not only the death feature, but offering 
the insured protection against loss to himself 
during his productive years, by means of acci- 
dent and health insurance. 

Convinced of the practicability of this idea, 
an accident department, launched by this com- 
pany, in January of 1912, was followed in Jan- 
uary of 1913 by the issuance of the first pol- 
icy giving complete protection ever offered by 
a life insurance company. This policy, which 
was styled the perfect protection policy, not 
only protected the family of the insured against 
loss occasioned by his death, but also in- 
demnified him against the two spectres that 
constantly confront the foreseeing man—sick- 
ness and accident. 


Most SuccessFut Poricy 

The instant success of this policy demon- 
strated in no uncertain manner the need it 
filled. Its popularity is reflected in no small 
measured in the subsequent and continuous 
growth of the Reliance Life. Its desirability 
in the field of life insurance is indicated 
through its adoption in principle by many of 
the leading life insurance companies in the 
United States. In the recording of the mile- 
stones of life insurance progress, it is but fit- 
ting that due tribute and recognition be paid 
the Reliance Life for this contribution to the 
life insurance world and to the great cause of 
human betterment. There are families to-day, 
living in happy unity, untouched by want or 
Poverty, only because the perfect protection 
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policy stepped in when the frailty of the human 
structure was exposed by disease, or the un- 
certainty of life emphasized by an untimely 
accident. 

While the accomplishments of the perfect 
protection policy are in a great measure altru- 
istic, they are based on fundamentals which 
guarantee the soundness of the _ protection 
afforded. Not only is the life insurance founded 
upon a physical examination but a select class 
of physical risks is thus obtained for the sick- 
less insurance. The inspection reports, inci- 
dent to the issuance of life insurance contracts, 
disclose all information regarding the finan- 
cial and domestic status, reputation and occu- 
pation of the risks. The handling of the com- 
bined policy eliminates the duplication of cler- 
ical work and other incidental expenses, in- 
cluding cost of physical examination and in- 
charges 


spection reports, which are fixed 
against the life insurance contract. 

These factors undeniably permit the issuance 
of accident and health insurance at particu- 
larly attractive rates. The comprehensive cov- 
erage afforded commends it to the average 
man, and through the popularity which is 
naturally accorded it in the field, the enthusiasm 
of the agents is held at a high point. The 
salability of this policy attracts many good 
men to the ranks of the agency staff. They 
recognize that this form of contract enables 
the company to write accident insurance at a 
low cost with an approved service and without 
objectionable frills and technicalities. 

As the title of policy should indicate, there 
is no form of illness, accident, disability or 
death which can be suffered by the insured, 
without remuneration, under the provisions of 
the perfect protection policy. Its indemnifica- 
tion pays the doctor bills, the household bills, 
and it not only removes the financial worry over 
unemployment from accident or sickness, but 
it provides the insured with an income for 
life. In the event of death, it will educate the 
children and make the widow independent for 
life. 


SAMPLE OF PERFECT PROTECTION 

One of the most attractive forms under 
which the policy is offered is that of the twen- 
ty-payment life. To concretely portray the 
coverages afforded and the benefits offered, a 
policy for $10,000 on the life of a man aged 
thirty-five is outlined. This policy is written 
at an annual cost of $389. In the event of 
the death of the insured under this contract, 
the beneficiary receives $10,000. If this death 
occurs through or by reason of accident, an 
additional $10,000 is paid. If the beneficiary 
so desires, she may take her payment in the 
form of income instalments. 

The life form of contract contains stand- 
ard non-forfeiture values, is incontestable after 
one year, and, contains no restriction as to occu- 
pation, residence or travel from date of issue. 
While the policy is a non-participating one, 
guaranteed dividends in the form of annual 
coupons are provided for, which may be with- 
drawn in cash, left with the company to accu- 
mulate at interest, applied toward the payment 
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tions are also offered. The accident coverage, 
in addition to the lump sum payment in the 
of premium, or used to purchase additional 
paid-up insurance. Paid-up and endowment op- 
event of death by accident, of $10,000, is $50 
every week for life, if the insured be wholly 
disabled by any injury. If the insured be totally 
and permanently disabled by accident, the pol- 
icy pays $3500 during the first year, and $3800 
per year thereafter, for life, without any 
further premium charge, and no deductions 
from the face of the life policy to offset in- 
demnity received under this clause. The pol- 
icy is practically unlimited as to cause of acci- 
dent, and partial loss of time and medical 
attendance is amply provided for. The sick- 
ness section of the policy provides for the pay- 
ment of $50 every week for fifty-two weeks, 
while the insured is wholly disabled by any 
sickness and $3500 during the first year that 
he is permanently disabled by disease, together 
with $1200 a year, or $100 monthly during his 
lifetime and continued disability. As in the 
case of the life policy, partial loss of time and 
medical attendance are amply provided for. 
The standard provisions as required by laws 
of different States are printed in full in each 
contract, making each contract while concur- 
rent in inception, coverage, premium payment 
and benefits, independent and _ individually 
delineated in stated and open terms. The cov- 
erages are simply, clearly and concisely stated 
and are not loaded with unnecessary verbiage 
which might lead to misunderstanding or mis- 
interpretation on the part of the insured. The 
simplicity of the policy readily commends it 
to the general public. Their decision has been 
rendered in such a way as to leave no doubt 
as to their desire for this form of contract. 


"RELIANCE Lire’s ProGRESS 

The Reliance Life Insurance Company has 
demonstrated during its twenty years of exist- 
ence, that it is progressive and that its execu- 
tive officers and board of directors, men of suc- 
cessful experience in the business world, have 
every desire and have availed: themselves of 
every opportunity to offer to the insuring pub- 
lic, that which will be attractive to them, and 
will render to them the most assistance in their 
time of trial and need, at the least possible 
cost. Their principle of nothing but the best 
in service and protection to policyholders, has 
no stronger argument than the perfect protec- 
tion policy. The results of their efforts need 
no comment other than an exposé of their suc- 
cessive annual statements. The growth of the 
company throughout its years has been re- 
markable. No other company has surpassed 
it. 

The agents, inspired by the excellent official 
sponsors of the company, and with a full 
knowledge of the past performances and the 
services rendered to the company’s policyhold- 
ers from day to day, have every reason to 
proudly offer their policies to any American, 
with the full belief that in presenting the per- 
fect protection policy they are giving the pros- 
pect an oportunity to secure a policy unsur- 
passed in the comprehension of its indemnifica- 
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Need tor a United Movement 


Twelfth Paper 


The life insurance business is conducted with scrupulous care. By adhering 
to high ideals the companies have earned the confidence of the people. But one 
evil exists that ought to be remedied. This is the “‘twisting’’ of life insurance 
out of one company into another. 

It is the province of our life insurance companies to build up: not to tear 
down. And it is the duty of the field representatives of these companies to do 
constructive work. Now the work of the ‘‘twisting’’ agent is not constructive, 
but destructive. 

There was a time when there were but few policy forms. Today there are 
many forms because there are many insurance needs. Hence every agent should 


be competent to give sound advice in the beginning, or to give intelligent aid if 


for any reason, such as changed conditions, a readjustment 1s desirable. 
And with such a bewildering number of policy forms it is not surprising that 
here and there a man may be found who has a policy that does not meet present 
requirements. If the agent of another company discovers that this 1s the situa- 
tion, he should aid the policyholder in effecting a readjustment in the company 
in which he is already insured; and may then sell him additional insurance in 
the company represented by him. But if he ignores his customer’s true interests, 
and induces him to surrender his insurance 1n a sound company on the pretense 
that the company represented—or misrepresented—by him will give him in 
exchange a cheaper and a better policy, he will be guilty of destructive work, 
and will deserve to be branded as a ‘‘twisting’’ agent. 


The agent who gives sound advice and recommends a justifiable change is 
to be commended: not censured. Our only criticism is against deception— 
deception which is easy in dealing with laymen who are unfamiliar with the 
differences in insurance contracts. It is easy, for example, to induce a man to 
give up a policy embodying exceptional benefits, and consequently costing more, 
for a contract which costs less but lacks these advantages. And just here 1s 
where the ‘‘twisting’’ agent finds the opportunity to feather his own nest at the 
expense of his customers. 


The Equitable Life Assurance Society of the United States believes that 
all the companies should unite in stamping out this evil. Undoubtedly all 
reputable companies favor its elimination, but in some cases interest thus far 
has been passive rather than active. The Equitable Society believes also that 
the National Association of Life Underwriters, and every local association, 
should unite in this effort; and, finally, that all the public spirited agents of 
every company should combine to drive agents of this kind out of business. 


THE EQUITABLE LIFE ASGURANCE SOCIETY OF THE UNITED STATES 


93 SEVENTH AVENUE, NEW YORK 


14 








Dec 


—_— 
— 


tion 
ever. 
or f 

O1 
$279, 
$129, 
and 
demt 
finan 
reflec 
state! 
insur 
assets 

hes 
the g 
to cr 
so de 
life i1 
satist 


suran 


Influe 
Abi 


Acc 
at Co 
the re; 
compat 
rate Dp 
been I 
of the 
1923, 
pneum 
ot abo 
from 1 
per 100 
ber fre 
rate he 
dental. 
100,000. 
370 de 
1922, a 
caused 
in 1922 
creased 
also she 

The ¢ 
In 1923 
that in 
crease ¢ 
consider 
there We 
crease 0 
the total 
having | 
of 1.0, 
10, and 
same in 
white p 
crease o 
ing been 
lI (tota 
whites. 
1.0, whil 

did also 
10 and 
(tease, | 
v4 for te 
among Vv 





sday 


es  F 





December 25, 1924 


THE SPECTATOR 


Life Insurance 








= 


tion and fit by its provisions to the needs of 
every prospective insurer, regardless of his age 
or financial status. 

On October 31, 1924, the Reliance Life had 
$270,443,401 of life insurance in force, with 


9 


$129,274,577 of accident insurance in force, 


9 


and $395,353 Of health insurance (weekly in- 
demnity). This indicates that the company’s 
fnancial statement on December 31, 1924, will 
reflect substantial increases, since the last annual 
statement on December 31, 1923, when the life 
insurance in force totaled $255,869,686, with 
assets of $26,180,676. 

It is pleasing to those who are interested in 
the great business of life insurance to be able 
to credit the origination of so beneficial and 
so desirable an innovation to the fabric of 
life insurance to a company with as clean and 
satisfactory a record as the Reliance Life In- 
surance Company. 

CAUSES OF DEATH IN 1923 
Influenza and Pneumonia Account for 
About One-Half of Increase in Death 

Rate Over 1922 


According to the records of the Department 
ai Commerce there were 1,193,017 deaths in 
the registration area in this country in 1923. 
compared with 1,101,863 in 1922, the death 
rate per 100,000 population for 1923 having 
heen 1,230.1, against 1,181.7 in 1922. Diseases 
of the heart accounted for 170,033 deaths in 
1923, an increase of about 10 per 100,000: 
pneumonia caused 105,680 deaths, an increase 
of about 7 per 100,000, while the death rate 
from tuberculosis declined from 97.0 to 93.6 
per 100,000. Deaths from cancer grew in num- 
her from 80,938 in 1922 to 86,754 in 1923, the 
rate having increased 2.6 per 100,000. <Acci- 
dental deaths increased nearly 9gooo, or 6.4 per 
100,000. Influenza is held responsible for 43.- 
370 deaths in 1923, compared with 20,277 in 
1922, an increase of 13.3 per 100,000. Measles 
caused 10,450 deaths in 1923, against but 4042 
in 1922, the death rate per 100,000 having in- 
creased from 4.3 to 108. Whooping cough 
also showed a decided increase. 

he crude death rates per 1000 of population 
in 1923, compared with those of 1922 show 
that in the registration area there was an in- 
crease of .5, while individual States showed 
In Colorado 
there was a decline of 1.1; in Delaware, an in- 
crease of .8; in Florida an increase of 1.3 of 
the total population, the increase among whites 
having been .0. 


considerable variations each year. 


Idaho figures show a decline 
of 1.0. In Indiana there was an increase of 
10, and in Kentucky an increase of 1.1, the 
same increase having prevailed among the 
white population. Maryland showed an_ in- 
crease of 1.1, the increase among whites hav- 
ing been .o. In Mississippi the increase was 
11 (total) with an increase of but .4 among 
Whites. In Missouri there was an increase of 
yas, while Mor:tana showed a decline of .6, as 
lid also Oregon. Ohio showed an increase of 
10 and Pennsylvania showed a_ similar in- 
‘tease. South Carolina recorded a decrease of 
2 for total population and a similar decline 
among whites. Utah's rate declined .9, and 


Washington’s .4, while Wyoming’s rate in- 
creased 1.0. 

Among the registration cities, Atlanta’s 
total rate grew 2.4, the rate for whites having 
risen but 1.4. Boston’s rate was stationary, and 
Chicago’s advanced .5; Cincinnati’s increased 
1.2 and the Columbus rate increased 2.1. The 
Dallas rate declined .7 (total), the rates for 
whites having decreased .4, and for colored 
At Fort Worth the total rate 
decreased 1.6, the records of both white and 
colored people having been favorable. At Hart- 
ford the rate declined .9, while at Indianapolis 


people 2.2. 


it had increased 1.2. The Kansas City, Kan., 
rate increased 1.8, while the Kansas City, Mo., 
rate declined .2. At Louisville the rate ad- 
(total), the rate among whites 
having increased 2.6. The rate at Memphis, 
Tenn., increased 2.1 (total), the rate among 
whites having advanced but 1.5. The New 
Haven rate declined .7, while the New Orleans 
total rate increased 1.0. New York’s death 
rate decreased .3, and that at Newark, N. J., 
.1. Philadelphia’s rate advanced .6, and Pitts- 
burgh’s 1.5. At St. Paul there was an increase 
of 1.2, while the rate at San Francisco declined 
.5. The rate at Washington, D. C., advanced 


vanced 2.1 


.5 because of heavier mortality among the 
colored people. 


SECURE NOW, BUT—HOW ABOUT THE 
FUTURE? 

The Telling Title of a New Illustrated 
Folder on Life Insurance, in Which 
“Life Insurance” Is Not Men- 
tioned 
Ilere is a sales document that is different. 
it carries its forceful message in a new way 
by a unique treatment of an original illustra- 
tion, only one-half of which is at first seen 

through a special die-cut cover. 

Upon opening the folder the reader gets the 
full force of the illustration—and he gets it in 
such a way as to make him think. Accom- 
panied by only a few lines of text, the illus- 
tration carries the message of the need for life 
insurance to the reader in such an appealing 
and yet in so compelling a way that he will not 
forget it. And it does it without even men- 
tioning life insurance. The picture tells the 
story. 

The full illustration, under the unobtrusive 
title of “The Result of Putting it Off” is a sur- 
prise to the reader—it is so entirely different 
from what he expected to see when he opened 
the folder. inoffensively but 
decisively influenced to think about life in- 


Thus is he 


surance. 

Men are prone to procrastinate. Their fail- 
ure to provide for the future of their loved 
ones is due more to that one thing, we believe, 
than any other. They are not indifferent, but 
they are—too often—thoughtless and too ready 
to believe that there is yet “plenty of time in 
which to think about life insurance.” This new 
folder will—in our opinion—go a long way 
to dispel that idea and to bring about a favor- 
able reaction on the part of all of those into 
whose hands it is placed. Send for sample 


copy. 
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ANNOUNCE NEW PLAN 





Phoenix Mutual and Connecticut 
Mutual to Write Without 
Examination 


EXPECT BIG SAVING 





Point Made That Saving in Agent’s Time 
Will Be as Big an Item as Will Saving 
in Medical Fees 





Hartrorp, Conn., December 22.—As_ the 
year 1924 is drawing to a close, two old and 
conservative mutual life insurance companies 
of Hartford announce new plans for issuing 
life insurance without medical examinations. 
They are the Phoenix Mutual Life and the 
Connecticut Mutual Life. Both companies 
plan to put the new plan into effect with the 
beginning of the new year. 

The plan which these companies are adopt- 
ing has been in succesful operation in Sweden 
and in England for more than a quarter of a 
century and in Canada since 1921. Hartford 
insurance officials have visited Canada for the 
purpose of examining the practical working of 
the new scheme in all its details. ‘They are 
satisfied that it will prove popular and success- 
ful in this country. 

As the Pheenix Mutual outlines its plan the 
only insurance that can be secured on the new 
policies will be $1000 to $2000 inclusive. Any 
life or endowment plan will be available to the 
applicant, who must be between the ages of fif- 
teen and forty-five. Self-supporting unmar- 
ried women as well as men will be eligible for 
this insurance. The company reserves the right 
to call for a complete medical examination 
when it is considered necessary. Only business 
solicited by the regular Phoenix Mutual or- 
Agents of the 
company must have a personal interview with 
the applicant and must determine as fully as 
possible whether the applicant is a good risk, 
judging by his insurance history, personal his- 
tory and physical condition. 

The Phoenix Mutual announces that this 
step does not mean that it is going to insure all 
classes of risks, good or bad, without medical 
examinations. It simply means that the com- 
pany wili issue insurance upon selections made 
in advance of a medical examination. In ex- 
planation, the company says that about 85 per 
cent of all cases submited to it with medical 
examination have been judged standard risks 
by each of two separate processes—first, by 
consideration of the information revealed by 
the applicant in his answers to questions; and, 
second, by consideration of the purely medical 
information obtained by examination. The 
company points out that whereas, in the re- 
maining 15 per cent of the cases, the medical 
absolutely necessary in 
order to classify these remaining risks as 
standard, substandard or uninsurable, the med- 
ical examinations in the larger group of cases 


ganization will be considered. 


examinations were 


were simply verifications of favorable opin- 
ions already reached through other informa- 
tion. Consequently, the new plan has been 
arranged so that the exceptionally good risks 
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JOSEPH FROGGATT & CO. 


INC, 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


NEWARK, N. J. 
Globe Building 


BOSTON SAN FRANCISCO 


Winthrop Building Insurance Exchange Building 


Annual Statements 





At this time of the year companies fre- 
quently find themselves in the position of 
needing expert help because of the loss of the 
services of their Chief Accountant or General 
Accounting Officer through sickness. or 
through some other cause. 


We have served many companies in an 
emergency of this kind. We are familiar 
with all the requirements of the Insurance 
Departments, — Annual Statements, — Tax 
Statements,—and all other matters incident 
to the work at the end of the year. 


JOSEPH FROGGATT, 
President. 
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INTER -SOMTHERN UFE_ BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 




















HOW ABOUT 
BUSINESS IN 1925! 


The agent who reaps the 
greatest benefits will be the 
one who carefully plans his 
work to take advantage of the greater oppor- 
tunities. 


In the Lincoln National Life Home Office we 
are improving our methods to give the agent an 
increasingly better service. 





Our ambition will continue to be the issuance 
of policies with such dispatch that they are 
back in the hands of the agent before his pros- 
pect grows cool, to pay claims promptly and to 
furnish a kit of policies effectively covering every 
insurance need. 


(LINK UP()wiTu tHe Q)LINCOLN 


The Lincoln National Life Insurance Co. 


“Tis Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $325,000,000 in Force 
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will be separated in advance from the border- 
fine or doubtful cases. Policies on the regular 
form and at the regular rates can then be is- 
sued to the good risks, and only the borderline 
or doubtful cases subjected to medical examina- 
tion in order to determine their proper classi- 
fication. 

Under the Phoenix Mutual’s plan applica- 
tion may also be made for disability benefits 
which provide for either waiver of premium or 
waiver of premium and a monthly income dur- 
ing total and permanent disability, but a brief 
medical examination will be required in con- 
nection with an application for the company’s 
disability benefit which provides for an income 
during temporary disability. 

The Phoenix Mutual calls this the 
risk” application, because it feels that name 
accurately describes what will actually take 
place in the handling of such business. It says 
that this is not non-medical insurance because 
the company reserves the right to require a 
medical examination if it considers it neces- 
sary or advisable. The company also states that 
the foundation of this plan was laid ten years 
ago when it began the development of its 


a 


‘ 


‘selective 


agency program. 

The company believes that the saving in 
medical fees will be only a small part of the 
conservation possible under the new plan. For 
the agent, it will mean that the time ordinarily 
spent in arranging medical examinations, mak- 
ing new appointments when, for any reason, the 
first appointment could not be kept, in bringing 
the prospect to the doctor, or vice versa, will 
he released for active solicitation of other 





American Life 
Reinsurance Co. 


OFFICES 


DALLAS 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Vice-President 
MORTON BIGGER, Secretary 
W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
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prospects, more interviews and, in consequence, 
each working hour will show an increased 
value, especially if the time saved is wisely 
employed securing applications for 
larger amounts of insurance. 


toward 


DEATH OF JOSEPH ATKINSON 


For Quarter-Century Editor of the Pruden- 
tial’s Weekly Record 


Joseph Atkinson, who, for some twenty-eight 
years prior to his retirement in 1921, was edi- 
tor of The Weekly ‘Record, the agency jour- 
nal issued by the Prudential Insurance Com- 
pany of America, Newark, N. I., died on 
December 18 at the age of seventy-eight years, 
after a month’s illness. 

His writings had long been read with inter- 
est by the field force of the great company 
named, who will be deeply grieved to learn 
of Mr. Atkinson’s death. 

A native of Belfast, Ireland, he came to this 
country in his youth and joined the United 
States Navy when the Civif War broke out, 
serving for three years. He was a journalist 
during all his business life, having started as 
a reporter for the New York Herald. Later 
he was editor of the Newark (N. J.) Journal, 
The Free Press, and the Sunday Standard, and 
also participated in the starting of the Orange 
Chronicle. In 1878 he published a condensed 
history of Newark, N. J. In 1893 Mr. Atkin- 
son became connected with the publicity de- 
partment of the Prudential Insurance Company 
of America, and wrote many articles of an in- 
spirational nature for use in The Weekly Rec- 
ord which were widely read by the agents of 
the company. Three years after going with 
the company he became editor of The Weekly 
Record, and held that post for a quarter of a 
century. Mr. Atkinson also made numerous 
addresses on behalf of the company in vari- 
ous parts of the country. 

During his long and busy life Mr. Atkinson 
also held public office at different times, having 
served as city clerk of Newark, Clerk of the 
Board of Freeholders of Essex County, Clerk 
of the Assembly and as Excise Commissioner. 
Mr. Atkinson is survived by his wife, one son 
and two daughters. He was a member of Lin- 
coln Post, G.A.R., and was also a Mason. 


What the Inimitable Will Rogers Thinks 
of Life Insurance 

Will Rogers, the famous actor, who has also 
gained a world-wide reputation as a clever and 
witty commentator upon current events, appre- 
ciates the value of life insurance and heartily 
recommends it to others. Mr. Rogers informs 
Tue Spectator that the amount of life insur- 
ance he now carries is $240,000, “all ten-year— 
pay in cash at the end of ten years.’ He 
further states that “as a policy matures, I put 
the whole mess back in another ten-year one.” 

Not the least interesting portion of Mr. 
Rogers’ communication to THE SPECTATOR is 
the following characteristic sentence: 

“If anybody don’t think insurance is good, 
just let him die without it once—that will con- 


vince him!” 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 























M. F. Boice Appointed Home Office 
Supervisor 

Melvin F. Boice, who some years ago organ- 
ized the Warren, Ohio, agency of the Cleve- 
land Life, of Cleveland, which has been notably 
successful, has now been promoted to an execu- 
tive position in the company and will hereafter 
be home office supervisor of agents. He will 
give immediate and particular attention to the 
management and development of the Cleveland 
Mr. Boice is a thoroughly experi- 
enced agent and is familiar with the prob- 
lems that confront the field men. His knowl- 
edge and joyalty are other excellent qualities. 


city agency. 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
good 
fellowship and enthusiasm for 


because it promotes 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 
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HOME OFFICE: NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


Who’s Who in the business of meeting in- 
demnity obligations, is written in the his- 
tory of three quarters of a century of 
“ROYAL” Service. 














NOW READY 


CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 

EVERY AGENT AND BROKER 


who sells automobile insurance needs copies of this valuable 
book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
PEP in y, HeSROr MOITAUNIAG 5.6 oo 5 cs.d:e 505s seins cease $1.00 
Per copy, fabrikoid binding..................000- $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
135 William Street 


CHICAGO OFFICE: 
NEW YORK 


Insurance Exchange 
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““An Ounce of Prevention’’ 


Insurance is indeed ‘“‘an ounce of pre- 
vention” rather than “‘a pound of cure.” 
Insistence on higher standards of con- 
struction and safer methods of produc- 
tion are no less the part of Insurance than 
the mere financial safeguard itself. 


Economy as well as safety is the natural 
result of the carefully thought out plans 
which the L. & L. & G. is constantly 
preparing for the protection of the great 
industries of the nation. 
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DIVIDENDS VANISH 


Receiver for Reciprocal to Bill Sub- 
scribers for Savings 


NEARLY $90,000 INVOLVED 


Claim Made That Federal Court Appoint- 
ment Gives Ample Authority for 
This Move 
Cuicaco, Itt., December 22.—Interpretation 
of reciprocal insurance contracts throughout 
the country will be profoundly affected by 
action of receivers for the Associated Employ- 
ers Reciprocal in demanding that subscribers 
to this inter-insurance exchange be sent bills 
for the return of dividends paid them since 

1920. 

"James Gullett, one of two receivers appointed 
by the Federal Court, announced that sub- 
scribers would be compelled to return not only 
dividends paid since 1920 and including that 
year, but the interest which was paid the sub- 
scribers or policyholders on surplus deposits at 
the exchange. This will have the tendency to 
swell the total amount that the subscribers or 
policyholders will have to pay back into the 
reciprocal by nearly $go00,00c. [In other. words, 
not only are these subscribers or policyholders 
compelled to pay an assessment that will ap- 
proximate three millions of dollars, but they 
are compelled to pay back the dividends on 
their policies through the prospect and promise 
of which many were induced to purchase “at 
cost” insurance. ; 

Mr. Gullett in making this announcement 
public gave the totals which will have to be 
refunded. He declared that the policyholders 
or subscribers would have to refund $825,238 
in dividends paid them the years 1920, 1921, 
1922, 1923 and 1924, and would also have to 
pay back $64,270, which amount represents in- 
terest paid on surplus deposits of subscribers 
during the same period. Mr. Gullett said that 
there was ample authority accorded the re- 
ceivers for this move by the Federal Court in 
appointing receivers for the Associated Em- 
ployers Reciprocal. It is on these orders that 
Mr. Gullett acts in demanding the return of 
dividends and interest. This move is especially 
significant in view of the fact that not only 
the Associated Employers Reciprocal, but 
numerous other inter-insurance exchanges in 
the country, depended in a large measure upon 
the payment of dividends for acquisition of 
business. In effect it means that should any 
reciprocal become impaired, the policyholders 
or subscribers may be compelled to refund all 
dividends paid them in preceding years, and 
more specifically for the years in which the ex- 
change showed a loss. In this connection it is 
important that the subscribers are being com- 
Pelled to pay back dividends paid by the 
Sherman & Ellis organization for years in 
Which it was apparently flourishing. 

Sherman & Ellis, Inc., attorney-in-fact for 
the Associated Employers ‘Reciprocal, through- 
out all of their literature and advertising mat- 
ter emphasized this payment of dividends or 
“savings” to subscribers. In a half-page ad- 
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vertisement in a newspaper it announced that 
“over one million dollars were paid to policy- 
holders in dividends since organization.” In 
their statement as of December 31, 1922, Sher- 
man & Ellis stated it had paid dividends since 
organization to policyholders amounting to 
$1,011,696. 

Yet, despite this, the Federal Court receiver, 
James Gullett, announced that the subscribers 
or policyholders not only will have to pay an 
assessment of approximately three miliions of 
dollars, but will have to pay back dividends 
and interest paid them since and including 1920, 
amounting to $900,000. 

It is understood that the demand for re- 
payment of these dividends means that the 
business of the reciprocal did not show a profit 
for any of the years mentioned. R. G. Hous- 
ton, auditor, explained that the money would 
have to be paid back and reallocated to other 
accounts. This repayment is also understood 
to mean that the assessment which will be 
levied will be inadequate to meet the deficit, 
which was found to be in excess of two mil- 
lions of dollars by the receivers. 


Col. E. A. Hamilton Retires 

Colonel Edgar A. Hamilton, vice-chairman 
of the board of directors of the Fidelity and 
Deposit Company, Baltimore, Md., will be re- 
tired by the company on the first of the year 
and will not be re-elected at the next annual 
meeting of the board, at his own request. 
Colonel Hamilton said that his health has been 
in a rather undecided state of late and that the 
recent increment of his outside insurance in- 
terests in New York would make it impossible 
for him to do justice to both; more so, because 
his home is in Maryland, making frequent trips 
to New York city necessary. 

Colonel Hamilton has held his position for 
the last five years and it is anticipated that 
President Charles P. Miller will take over his 
duties subsequent to the resignation. 


Automobile Accidents in France 

An article from La Semaine, a French in- 
surance journal, informs us that a startling in- 
crease in automobile accidents throughout the 
cities of France has been experienced since 
the war. Preventive measures have been 
taken in the form of a more rigorous enforvce- 
ment of the traffic laws, some large attempts at 
education, and sterner regulation, if necessary, 
of the pedestrians, as it is felt by the authori- 
ties that they are in many cases more at 
fault than the motorists, and a more rigid 
examination for the issuance of licenses. 

In attempting to render a larger measure of 
justice to the victims of accidents the supreme 
court is compiling statistics of mishaps that 
are attended by extenuating circumstances, 
such as blind curves, unguarded crossings and 
places where the topography of the country it- 
self makes it difficult for the motorists. 
Already three cases have occurred wherein it 
was judged that neither party was reprehen- 
sible. In situations of this kind where inani- 


mate objects are the responsible agent, decrees 
are issued for their removal as far as possible. 
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INCREASE IN COMPENSATION RATES 
New York Superintendent Approves 10 
Per Cent Increment—Denies 14.1 Per 

Cent Asked by Board j 


Superintendent of Insurance James A. Beha, 
New York, has approved an average increase 
of 10 per cent in workmen’s compensation rates 
in that State, to become effective on January 
1, 1925. ‘Rates on existing policies will be in- 
creased 10 per cent for the balance of the time 
they are to be in force. The Compensation In- 
spection Rating Board had asked an increase 
of I4.1 per cent in rates: and a change in ex- 
pense loading from 30 to 41.8 per cent but the 
New York Superintendent placed the figure for 
the latter at 40 per cent. 

Adherence to rules and regulation and proper 
and adequate deposit premiums would make the 
permitted rates and loadings sufficient, said Mr. 
Beha. The increases allowed will be high 
enough to care for the costs, was the conten- 
tion of the State department. Superintendent 
Beha’s findings and recommendations on this 
question were set forth in a notification sent to 
Leon S. Senior, manager of the rating board. 


RYDER’S NEW BOOK ON AUTOMOBILE 
INSURANCE 
All Varieties of Coverage Discussed by 
Well-Known Expert 


A very practical book entitled “Automobile 
Insurance,” written by Ambrose Ryder, has just 
heen published by The Spectator Company, New 
York, 

Among the subjects treated are each form 
of coverage, the need for each and how it pro- 
tects the insured, features of underwriting prac- 
tice, the insurance contract, rating, losses, statu- 
tory resuirements and suggestions for selling 
automobile insurance of various types. It is 
alike serviceable to the student, the agent, 
broker or underwriter. For the beginner who 
desires to add to his knowledge of the busi- 
ness in preparation for further work and re- 
sponsibility it is especially valuable. The book 
is thoroughly indexed and embraces 235 pages; 
its price is $3.75 per copy—The Journal of 
Commerce and Commercial Bulletin. 

The appearance this week of a book on 
“Automobile Insurance,” written in his best 
and cleverest vein by one of the country’s lead- 
ing experts on the subject, Ambrose Ryder of 
the General Accident, is an incident which is 
worth more than a casual observation. 

The question must immediately arise: Why, 
in view of the tremendous volume of automo- 
bile insurance written and the complicated 
technique of that branch of insurance, has not 
a baok been written and published before in 
this country which explains the cover, the rates, 
the losses, the sales features and the under- 
writing practice as the Ryder book does so ably ? 
Why are not books written on other divisions 
of the business so that producers can have 
these textbooks? Is there any other business 
in the world where the man engaged in its 
daily prosecution permits its representatives to 
work so much in the dark as is the case with 
insurance? Is there any other business where 
the workmen are so unfamiliar with their tools? 
Scattered throughout this country are a couple 
of hundred thousand agents and brokers, very 
few of whom are experts. Too few. One sure 
way to make them more proficient is to print 
more books about the business and its ramifica- 
tions. 

Fortunately, this oversight is being repaired, 
as a number of insurance authors are at work 
for publishers, but it has been a late awakening. 
—The Eastern Underwriter. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN'S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - - 670,033.03 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - 2,643,444.07 


RE-INSURANCE ONLY 


F Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 

CORRESPONDENCE INVITED 








Pennsylvania 


Company to their friends. 








Provident Mutual 


Life Insurance Company of Philadelphia 
—— Founded 1865 


Over forty per cent of the new business of the 
Provident Mutual is upon the lives of old policy- 
holders who not only evidence their satisfaction by | 
insuring their own lives, but by recommending the 


Especially valuable to the agents of the Provident 
Mutual is the active good will of these whose 
Old Age Endowments have matured. 






































* Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 
following States: 


} 

» Arkansas Maryland ”®"*F Ohio 
Colorado Massachusetts Pennsylvania 

Connecticut Michigan South Carolina 
District of Columbia Minnesota Tennessee 
Illinois Mississippi Texas 
Indiana Missouri Virginia 

‘Iowa Nebraska West Virginia 
¥} Kansas New Jersey Wisconsin 
» Kentucky New York ¢ Wyoming 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
Homer H. McKee, President. 


Witakini2 





Insurance Co. 
St. Louis, Mo. 





Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 




















mu HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 








—1876— ROBERT J. HILLAS, Pres. 
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aoe to Policy Holders 

Losses Paid to;June 30, 1924 

Agencies in All Important Towms: 
BRANCH OFFICES: 








SURETY LINES 





Albany Detroit Philadelphia 
FIDELITY Atlanta Hartford Pittsburgh 
COURT Baltimore Indianapolis Richmond 
FIDUCIARY Brooklyn Louisville San Francisco 
CONTRACT Buffalo Milwaukee St. Louis 
DEPOSITORY Cleveland Montreal § Washington 


FORGERY 
PUBLIC OFFICIAL 
FEDERAL OFFICIAL 
CUSTOM HOUSE 


oncord Newark 
“METROPOLITAN OFFICES: 
0 William Street, NEW YORK CITY 
GENERAL AGENCIES 


REVENUE Boston Fargo St. Louis 
LICENSE Cincinnati Kansas City St. Joseph 

FRANCHISE Chicago New Orleans Salt Lalse 
EXCISE Dallas Providence City 

INDEMNITY Denver Rochester Seattle 





MISCELLANEOUS A. J, Perres, Vice-Pres,, charge of Agency Dept, 














The Fidelity an (ually (inpanyof NewYork 


CASUALTY INSURANCE and SURETY BONDS 


Over Thirty-one Million Dollar® 
. - Over Twenty-one Million Dollar, 
- Over Nine Million Dollar 
Over One Hundred and Seven Million Dollar® 


—1924— 








CASUALTY LINES 








ACCIDENT 
DISABILITY 
HEALTH 
LIABILITY 
COMPENSATION 
AUTOMOBILE 
ELEVATOR 
PLATE GLASS 
BURGLARY 
ROBBERY 
THEFT 
FLY-WHEEL 
BOILER ENGINE 
PHYSICIANS 
DRUGGISTS 
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SURETY ASSOCIATION 





Annual Meeting Considers Many 
Problems 





CONTRACT BONDS A SORE SPOT 
Attitude of Fair Play Seen in Resolutions 
Adopted—Inland Bonding and Michi- 
gan Surety Made Members 
At the annual meeting of the Surety Asso- 
ciation of America, held at the Hotel Penn- 
sylvania in New York city sast week, many of 
the dominant problems of the surety business 
came up for discussion. Chief among these 
were the questions of contract bonds, automo- 
pile embezzlement bonds, and blanket excess 
fidelity bonds as applied to classifications other 
than banks and trust companies. The relations 
with contractors have been somewhat strained 
of late, though this situation was fully debated 
at the casualty executives’ convention at White 
Sulphur Springs this fall, and losses on such 
bonds have caused serious misgivings behind 

the closed doors of some company offices. 

The automobile embezzlement bond commit- 
tee of the Surety Association was asked to in- 
vestigate conditions pertaining to that line of 
business and to report its findiags for the bene- 
fit of member companies. Two committees 
were appointed at the session; one to examine 
circumstances surrounding the issuance of 
blanket excess fidelity bonds for usual classes 
of writings outside of the banks and trust com- 
panies, and the other to investigate recent 
allegations that the Metropolitan Casualty Com- 
pany, one of the Association’s personnel, was 
using an unauthorized form of rider in con- 
nection with the sale of forgery bonds. The 
rider referred to has been claimed to be in 
violation of the rules, but the exactness of this 
will not be determined until the special commit- 
tee has rendered its findings. The pressure of 
competition in the writing of forgery bonds 
has become very heavy of late as most of the 
larger surety companies are now issuing this 
protection in some form, and the Surety Asso- 
ciation is anxious that a solid front be pre- 
sented to the public in this matter. The status 
of the rebate situation in Iowa was also up 
for comment. 

All the officers and standing committees of 
the Association were re-elected, and the mem- 
bership applications of the Inland Bonding 
Company of South Bend, Ind., and the Mich- 
igan Surety Company of Lansing, Mich., were 
approved. The resignation of the Pennsylvania 
Surety Company, now being liquidated, was 
accepted at the meeting. 

As a definite step toward meeting the exigen- 
cies of the contract bond business, the Surety 
Association adopted the following resolution 
with regard to its relations with the several 
groups having some part in the issuance of this 
type of coverage: 

Be It Resolved, That the Surety Association 
of America earnestly believes in the advisability 
of formulating a permanent joint conference 

dy, the membership of which shall be com- 
Posed of committees, representing the Asso- 
ciated General Contractors, the American Asso- 


_THE SPECTATOR _ 


Casualty, Surety, Etc. 








ciation of Highway Officials and Engineers, 
the American Institute of Architects, the Amer- 
ican Society of Civil Engineers, the Casualty 
and Surety Agents Association of America; 
that said joint conference body hold business 
sessions at regular intervals not less frequent 
than once every twelve months and that every 
effort be made to coordinate the activities of all 
parties to the joint conference in the work of 
eliminating the discreditable factors in the con- 
struction business. 

In order to help responsible contractors 
whose bids on construction are actually low 
and yet adequate, and to eliminate as far as 
possible the irresponsible contractor, the Asso- 
ciation also adopted another resolution, de- 
signed to give aid to the suggested joint perma- 
nent conference committee. The first section 
of this second resolution expressed the real- 
ization that no inflexible rule for determina- 
could be 
made hecause of the changing conditions in 


tion of contractors’ responsibility 
various risks, and argued that underwriters 
must themselves arrive at an opinion. It further 
stated that any plan looking to concerted ac- 
tion by the companies against named contract- 
ors, either to judge the personal responsibility 
or the sufficiency of the bid, would be contrary 
to sound public, policy since, it might result in 
discrimination and prevent the award of con- 
tracts to the lowest responsible bidders. 


J. J. Gutstadt & Co., Conclude Novel 
Contest 

J. J. Gutstadt & Company, prominent Chi- 
cago insurance men, have just concluded a novel 
contest held by them for boys and girls under 
fifteen years of age. Taking advantage of the 
holiday season, when many youngsters are at 
home, the firm offered prizes for the best sug- 
gestions on how to reduce the number of auto- 
nobile accidents, and succeeded in obtaining 
much favorable recognition through this activ- 
ity. The prizes are to consist of articles chosen 
by the winners in the store of any merchant 
who insures with the Gutstadt Company. In 
addition to this, some little token is to be given 
to each child who entered the contest. Three 
judges have been chosen and the awards will 
soon be made. 


Burglary Rates Raised in Omaha 

Omana, Nes., December 22.—Frequency of 
burglaries and hold-ups in Omaha again this 
fall has been instrumental in causing an in- 
crease of insurance rates for burglary and 
hold-up in this city, according to a table of 
insurance ratings for the United States which 
has just been issued. The increased rates go 
into effect January I. 


Letter-Writing Course 

The United States National Life and Cas- 
ualty Company, Chicago, Ill. will conduct, 
through the columns of the Saturday Morning 
Review, a correspondence school on letter 
writing under the direction of W. A. Granville, 
Ph.D., LL. D., in his usual clear, thorough and 
practical style. The information given will be 
of such a nature that it will be suitable for 
home office officials, heads of departments, field 
managers, agents and clerks in the home office. 
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JOSEPH R. WILSON’S NEW BOOK ON 
SALESMANSHIP 
Deals with Casualty and Surety Selling 
Particularly 

“Surety and Casualty Salesmanship” is the 
title of a book just published by The Spectator 
Company, 135 William street, New York. The 
author is Joseph R. Wilson, manager of the 
development division of the- Maryland Casualty 
Company. The book consists of 360 pages and 
is well printed and handsomely bound. The 
price is $4 a copy. 

With an extended experience in selling and 
in directing and developing salesmen, Mr. 
Wilson has sought in this book to present the 
broad principles underlying the sale of insur- 
ance generally, with special information and 
suggestions for the sale of casualty insurance 
and surety bonds. It includes methods used 
by Mr. Wilson himself and by many other suc- 
cessful salesmen. It has been the author’s aim 
to write a book which would be of value not 
only to salesmen but also to members of home 
office staffs —The Journal of Commerce and 
Commercial Bulletin. 

Elected Vice-President of Independence 
Indemnity 


PHILADELPHIA, Pa., December 22.—Willard 
L. Case has been named a vice-president of 
the Independence Indemnity by President Hol- 
land. Mr. Case is a civil engineer by profes- 
sion and has conducted his own practice in 
New York. Mr. Holland thought it advisable 
to have at least one man on his executive staff 
who was not versed in the insurance business 
Mr. Case had had much executive experience 
and will be of great value as a business aide 
to Mr. Holland. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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, 4 Our Agents Have 
fo pa , A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 




























— ARE ge 
0. G. L. BUILDING Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for a | | | 
Males and Females alike. REAM EC. 
Standard and Substandard Risk Contracts, i. e. less wark for nothing. <4) “ring > Soe 
= Commercial > eee “ Q a7 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 2 inn Micasan pare 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. — BO enc 
Fed- Illinoi [alee 
Colony} eral | med ‘ | = 
THE OLD COLONY LIFE INSURANCE COMPANY = "J! “/88)7) NGS | 

















of CHICAGO, ILL. "JACKSON BOUL. 





B. R. NUESKE, President Insurance | | Board | 
eaceenae | Trade | 








The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 






































A Peoria Life Agent’s Big Asset | || 
Among the fixed aims of the Peoria Life has always | aE Good fo Buy 


been this one: to make it worth a great deal to be able 


t , “I am the Peoria Life Agent.” Through it aE 
wets of > al by Gedicteadce” the pate Life ja Therefore Good {0 Sell 


has built up a good will of incalculable value to its i 





representatives. Al 
Els In a recent survey it was found that 80° 0 of those : 
In every community where the Company operates, ; s age 30 or under applying for policies in the Na- = 
when people think of the Peoria Life, they re- | = tional Life Association carried no other insurance E 
member how promptly its death claims are always | § at the time of making application. Practically = 
paid—how its agents have rendered every assist- 3 EPR’ 
ance to the beneficiaries—how the settlements are | 82 one-half our business comes from the un- S 
approved and checks mailed within thirty minutes 43 insured; they are attracted by the lower cost. € 
after receipt of proofs—often delivered before the i i 
funeral. = Salesmen find it possible to increase production E 
The name of the Peoria Life suggests to the public | & and commissions each month because of the oppor- Ef: 
the unusually liberal policies and benefit it pro- | 3 tunities for selling more insurance to more people. EF 
vides. It reminds them of its Free Annual Health | 98 Ete 
Examination. They think of its friendly, helpful | § — Efi 
attitude,—its Policyholders’ Bulletins and ‘‘Policy- | =8 y St 
holders’ Month.”’ ; Sample Rate per $1000 St 
- : F : Age 35—$16.30 = 

Every transaction deepens the impression that the ee E 
Peoria Life is consistently giving life insurance = : : EF: 
service that is out of the ordinary. Such a ie: Top contracts available in northeastern and Ef 
favorable reputation for conscientious “Service southern Indiana, western and central Michigan. = 
to Policyholders” is one of the big assets of the Ss 
Peoria Life agent. F 
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PEORIA LIFE INSURANCE COMPANY 
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Life Insurance Funds As Home Builders 


By C. Perrus PETERSON 
General Counsel, Bankers Life Insurance Company 


oe ot ee | 


: Bearing in mind that these sums we speak United States companies, totalled $647,000,000. steadily increasing. The proportion of total 
of as life insurance funds are not representa- Since then there has been a steady and regu- assets of these companies invested in farm 


tive of large individual fortunes but are made lar increase in such loans from $730,000,000 mortgages in 1917 was 13.7 per cent; in IQIO 
up from the small sums contributed by millions in 1917 to $859,000,000 in 1919, $1,086,000,000 13.9 per cent; in 1920, 15.9 per cent; in 1921, 
of thrifty, thoughtful and = stable citizens in 1920, $1,307,000,000 in 1921, $1,454,000,000 17.5 per cent; in 1922, 17.9 per cent, and in 

























whose primary aim is to secure protection for in 1922 and to $1,663,000,000 at the end of 1923, 189 per cent. 
the home and the loved ones who live therein, 1923. These figures are based upon reports The trend towards farm loans is indicated by 
minut Ct é = * a a ‘ ° e e e a8 e 
it is worth our while to bring to the policy- furnished to the Association by companies hav- _ still another comparison. While at the end of 
holder, not only the information that his funds ing go per cent or more of the total admitted 1923 18.9 per cent of the total assets was in- 
are safe and properly invested, but also an assets of all United States companies. vested in farm mortgages, the increase in farm 
understanding of the fact that his funds are The continuing desirability of farm mort- loans during that year ($208,000,000) amounted 
at work in assisting in the production of gage loans as investments for life insurance to 30 per cent of the increase in all assets 
necessities of life; that while a large per- funds and the part that life insurance com- ($690,000,000) during the year. 
centage of policyholders do not directly pro- panies are taking in furnishing agricultural cap- On the basis of the estimated farm mortgage 
= duce any food products or the raw material ital is revealed by the fact that during recent indebtedness of $9,800,000,000 as of December 
: for clothing, every policyholder has a “farm years investments in farm loans have been in- 31, 1923, $1,663,000,000 furnished by life in- 
= investment” and life insurance funds to help creasing at a more rapid rate than the total surance companies amounts to 17 per cent, on 
= feed the nation. assets of the companies. The net increase in more than one-sixth. 
4 With this as a background we present the these loans during 1923 over 1922 was $208,000,- For the purpose of indicating at a glance the 
= current history of achievement of life insur- ooo, or a 14 per cent increase, while the increase sections of the country receiving agricultural 
2 ance companies in this increasingly important jn total investments was $690,000,000, or an 814 loans from life insurance companies the fol- 
= feld of co-operation for the welfare of man- per cent increase. lowing table is inserted giving the distribution 
= kind, Not only are investments in farm mortgages of farm loans by geographical sections at the 
= It is not intended herein to touch more than materially increasing from year to year but end of 1922 and 1923 with net increases during 
S i ry hack ¥ : . é ° z . e . 
= briefly background figures showing the invest- the percentage of total assets so invested is also 1923: 
S ments of life insurance companies in farm 
BE: mortgages during former vears but. ratl t LIFE INSURANCE FARM MORTGAGES OUTSTANDING 1922 AND 1923 INCREASES With Net By 
2 gages 1g > ars rather to ee ee a 
E treat tl bj i : : jsegees GEOGRAPHICAL SECTIONS 
= rat the subject in c wer Re pees mY , ora ee : 3 ee - , oP 
z eae ta enon isles with recent ten Based on reports from 52 life insurance companies having assets amounting to 93.13% of 
E fncies In farm loan investments, average in- the total assets of all United States legal-reserve life insurance companies December 31 1923. 
= terest rates and what these investments are do- Net o In- 
i eile. al : ° Ne crtenn 
= ing towards the production of foo ‘ - : a 
= “ee ee et , sy Outstanding %of Outstanding %of Increase % of or De- 
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= ‘eparated from other mortgage investments of x 2 , . = 
2 life insurance companies are available prior Northwestern........ $ 666 868,438 45.9 $ 770,956,448 46.4 $104,088,010 49.9 15.6 
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From this table it will be seen that of the 
total life insurance farm loans outstanding at 
the end of 1923, $771,000,000, or 46 per cent, 
were in the Northwestern group of States; 
Iowa, Minnesota, Nebraska, North Dakota, 
South Dakota, Wyoming and Montana, which 
are leading States in production of cereal crops. 
Next in order came the Southwestern group; 
Missouri, Arkansas, Texas, Kansas, Colorado, 
New Mexico and Oklahoma, with $439,000,- 
000, or 26 per cent, and the Central Northern 
group; Ohio, Michigan, Indiana, Illinois and 
Wisconsin, with $251,000,000, or 15 per cent of 
the total. The remainder of the outstanding 
loans were in the following groups in the order 
named: Gulf and Mississippi Valley, South 
Atlantic, Pacific, Middle Atlantic and New 
England. 

It will also be noted from the above table 
that of the $208,000,000 net increase in farm 
loans during 1923, $104,0C0,000, or 50 per cent, 
was in the Northwestern group of States; $43,- 
000,000, or 21 per cent, in the Southwestern and 
$42,000,000, or 20 per cent, in the Central 
Northern. 

Examining the results of new 
made in 1923 totaling $433,000,000, without tak- 
ing into consideration loans expired and paid- 
off, it is found that $206,000,000 went to the 
Northwestern group of States, $100,000,000 to 
the Southwestern group and $78,000,000 to the 
Central Northern group. The rest of the new 
loans were made in the following group: $25,- 
000,000 in the Gulf and Mississippi, $13,000,000 
in the Pacific, $10,000,000 in the South Atlantic, 
$365,000 in the Middle Atlantic and $4000 in 
the New England. 

The State of Iowa, again, as in former years, 
led all other States in the amount of total life 
insurance farm loans outstanding with $404,- 
000,000 at the end of 1923. Next in order 
come Kansas with $132,000,000; Missouri, 
$122,000,000; Nebraska, $121,000,000; Minne- 
sota, $116,000,000, and Illinois, $108,000,000. 

A study of the net increases in farm loans 
in the various States reveals a slightly differ- 
ent relationship. Iowa also led here with a 
$59,000,000 increase, but Illinois 
with $23,000,000, Kansas with $16,000,000, Min- 
nesota and Missouri with $15,000,000 each and 
Nebraska and South Dakota with $14,000,000 
each. 

Considering the percentage increases 
1923 still another relationship is shown. 
Virginia with a 105 per cent increase 
States. New Jersey with a o1 per cent in- 
crease, Arizona with 52 per cent, Michigan 
with 47 per cent, Kentucky with 35 per cent 
and Washington with 32 per cent follow. Lead- 
ing cereal-producing States show increases in 
the amount of farm loans in the fcellowing 
order: Wisconsin, 34 per cent; Illinois, 27 
per cent; Ohio, 26 per cent; South Dakota, 18 
per cent; Iowa, 17 per cent; Minnesota, 15 
per cent; Kansas and Missouri, 14 per cent; 
Oklahoma and Nebraska, 13 per cent. 

One of the most notable tendencies revealed 
by this year’s reports is the reduction in aver- 
age interest rates on life insurance farm loans. 
Combined reports from 52 companies show a 
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reduction in average interest rates on all farm 
loans outstanding from 5.93 per cent at the 
end of 1922 to 5.82 per cent at the end of 1923. 
This reduction was more pronounced in the 
case of new farm loans made in 1923, where the 
average interest rate dropped from 6.03 per 
cent on 1922 new loans to 5.36 per cent on 
1923 new loans, a reduction of nearly 7/10 of 
I per cent. 

Average interest rates on life insurance farm 
loans outstanding during former years for 
which information is available are as follows: 
IQI4, 5.55 per cent; 1916, 5.63 per cetit: I917, 
5.63 per cent; 1918, 5.64 per cent, and 1921, 5.860 
per cent. 

In the Northwestern group there was a re- 
duction in average interest rates on loans out- 
standing from 5.83 per cent in 1922 to 5.63 per 
cent in 1923 or a drop of 1/5 of 1 per cent. 
Reductions are also shown in the Central 
Northern group from 5.79 per cent to 5.62 per 
cent, and the Gulf and Mississippi Valley group 
from 6.27 per cent to 6.20 per cent. Increases 
occurred in the New England, Middle Atlantic, 
South Atlantic, Southwestern and _ Pacific 
groups. 

Average interest rates on new loans made in 
1923 decreased, with respect to 1922, in the 
Northwestern group from 5.95 per cent to 5.23 
per cent and in the Central Northern group 
from 5.89 per cent to 5.17 per cent, a drop of 
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7/10 of 1 per cent in each case. In the Gulf 
and Mississippi Valley group there was a de. 
crease from 6.39 per cent to 5.68 per cent, of 
7/10 of 1 per cent; in the Southwestern group 
from 6.11 per cent to 5.51 per cent,-or 6/19 
of I per cent; in the South Atlantic from 6.54 
to 6.03'per cent, or 1% of I per cent, and in the 
Pacific group from 6.43 per cent to 6.29 per 
cent, or more than 1/10 of I per cent. A slight 
increase is shown in the New England group, 

The lowest average interest rate on 1923 new 
loans was 5.09 per cent in Illinois, a reduction 
of 8/10 of 1 per cent from the 1922 rate of 
5.89 per cent. Wisconsin with a rate of 5.13 
per cent and Iowa with 5.15 per cent, a re. 
duction of more than 7/10 of 1 per cent each, 
follow. Michigan, Minnesota, Nebraska, North 
Dakota, South Dakota, Ohio, Indiana, Missouri, 
and Kansas are among the other States show- 
ing decreases in interest rates on 1923 new 
loans. 

The entire record discloses a continued and 
increasing support of agriculture by life in. 
surance funds and with this support society is 
safeguarding its future by enabling the agri- 
cultural sections of the country to meet the 
problem of an increasing demand for food to 
be produced by a decreasing percentage of 
our total population. 

The continued support of agriculture by life 

(Continued on page 29) 




















Increase Your Net Yteld 
on Mortgage Loans 


Follow the example of the leading insurance com- 
panies that now require our National Title Insurance 


Policies on their mortgage loans. 
nated title losses and the cost of reexamining abstracts 
—saved endless trouble and paper work. 


Let us send you full particulars. 
Ask for booklet T.S. 


We insure titles anywhere in the United States. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds $14,000,000 


AMERICAN TRUST COMPANY 
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CANADIAN UNIFORM PROVISIONS ACT 





Ontario Superintendent Explains Interpretation of New Law 





R. LEIGHTON FOSTER BEFORE LIFE COUNSEL 





Insured Cannot Change Beneficiary When Latter Is in Preferred Class—Statute 
Effective January 1 in Seven Provinces 


R. Leighton Foster, Superintendent of Insur- 
ance for the Province of Ontario, Canada, ad- 
dressed the meeting of the Association of Life 
Insurance Counsel, which was held in New 
York city on Thursday of last week. Superin- 
tendent Foster's talk was the outstanding event 
of that convention, for it dealt with the pro- 
visions of the Canadian Unrform Life Insur- 
ance Act and described in detail the methods by 
which harmony was achieved in the Dominion. 
The question of uniform life insurance laws 
in Canada was briefly touched upon in the re- 
view of 1924 legislation as printed in THE SPEc- 
TATOR for 11, but Superintendent 
Foster’s treatment of the subject furnishes addi- 
tional information on what was perhaps the 
most important legislation in either the United 
States or Canada during the past year. 
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ADOPTION OF THE ACT 

Pointing out that the Association of Super- 
intendents of Insurance of the Provinces of 
Canada (a body similar to the Commissioners’ 
convention in this country) was directly re- 
sponsible for the agitation in favor of the 
Canadian Act, and for its successful adoption, 
Mr. Foster stated that the project, in embryo, 
was first launched when, three years ago, uni- 
form statutory conditions were enacted in the 
Provinces for inclusion in accident and health 
insurance contracts and in automobile insur- 
ance policies. The Uniform Life Insurance 
Act was adopted in October, 1923, by the 
Superintendents Association and, within eight 
months, it had been ratified by seven out of the 
hine Provinces. The speaker also predicted that 
in the next six months a uniform fire insurance 
policy act would be adopted. This observa- 
tion may be taken as practically authoritative 
as Superintendent Foster is secretary and treas- 
urer of the Provincial Commission’s group. 

Much credit for the uniform life insurance 
Provisions act was given by the speaker to H. 


J. Sims, K.C., of Kitchener, Ontario, who was 
for about twenty-eight years the chief counsel 
for the Mutual Life Insurance Company of 
Canada, and who was mainly responsible for 
the drafting of the act. Tne only two Prov- 
inces which have not adopted the legislation so 
far are Nova Scotia and Quebec. In Nova 
Scotia the act was submitted to the legislature 
and the only reason it did not pass was the 
pressure of business at the time and the prem- 
ature adjournment of the assembly. Mr. 
Foster, in his talk, said that there was no 
reason to suppose that the act would not be 
ratified at the next session. In Quebec the 
situation is different, for that Province oper- 
ates under the French civil code and may re- 
quire special amendments to the act before it 
can be successfully enacted there. 


DivISONS OF THE LAW 

The provisions of the Canadian 
standard life insurance act were divided by 
Superintendent Foster into the following ap- 
plications: the act itself; the contract of in- 
surance; insurable interest; policies on the lives 
of infants and minors; beneficiaries; proof of 
claim and payment; limitation of actions; 
trustees, guardians, etc.; payment into court; 
and, construction of the act. Notwithstand- 
ing any express agreements to the contrary, the 
act applies to every contract of life insurance 
made in the given Provinces after it comes into 
force, and it also applies to the unmatured ob- 
ligations of contracts made in the Provinces 
It is therefore re- 


uniform 


before it went into effect. 
troactive and is intended to embrace all life 
insurance policies. 


InsureD CANNoT CHANGE BENEFICIARY OuT OF 
PREFERRED CLASS 

The act provides that if the place of resi- 

dence of the insured is within the Province 

considered at the time the contract is made, the 
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contract shall be deemed to be made in that 
Province. The stipulation in Canada that when 
an insured names a beneficiary within the pre- 
ferred class of blood relationships, he cannot 
thereafter change the beneficiary outside of 
that class, is indorsed under the new act. With 
reference to the money paid to beneficiaries, 
Superintendent Foster said: 


Insurance moneys payable to preferred bene- 
ficiaries are not subject to the control of the 
creditors of the insured and do not form part 
of his estate. They are, of course, subject to 
the claims of the beneficiaries’ creditors both 
before and after payment by the insurers ex- 
cept in Quebec, where the law is that insurance 
money while in the hands of the insurer is free 
from and unseizable for the debts of the per- 
sons benefited. 

Frequently insurance money is made payable 
to the wife, the future wife, the wife and chil- 
dren, the future wife and children, or the chil- 
dren of the person whose life is insured. In 
such cases the act declares the word “wife” to 
mean the wife living at the maturity of the 
contract and the word “children” to include 
all the children of the person whose life is in- 
sured living at the maturity of the contract as 
well as the issue of any child of his who 
predeceased him. 


Divorce Nutiiries BENEFICIARY’S INTEREST 

The existence of a divorce automatically re- 
vokes the interest of a beneficiary otherwise 
entitled to a policy of the wife or husband of 
the person whose life is insured. The same 
holds true when there is a separation between 
husband and wife and in such cases, where there 
is no other preferred beneficiary, the insured 
may apply to the court for permission to treat 
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the policy as though a preferred beneficiary 
had never existed. Payment on the maturity 
of the policy is stipulated to be made within 
thirty days after reasonable and sufficient proof 
of (a) the maturity of the contract; (b) the 
age of the person whose life is insured; and 
(c) the right of the claimant to receive pay- 
ment is furnished to the insurer. In the case 
of minors, said the Ontario Superintendent, 
the insurer is also entitled to reasonable proof 
of their ages. If the insurer admits liability 
for insurance money payable to a minor and 
there is no one to give a valid discharge for 
it, the money may be paid directly into court 
to the credit of the minor Iess a maximum of 
$15 for costs. 


THE UNIFYING CLAUSE 

The effect of the act is to make the stand- 
ard legal provision accepted as the policy 
wording regardless of what the contract itself 
says, and the uniform clause of the act reads 
as follows: “This act shall be so interpreted 
and construed as to effect its general purpose 
of making uniform the law of those Provinces 
which enact it.” The statute came into force 
in British Columbia on September 2, 1924, and 
in Ontario, Saskatchewan and Prince Edward 
Island it will become effective on January 1, 
1925. In the other Provinces the act provided 
thar it should come into force by proclamation 
of the lieutenant-governor in council. 

This was done and it was stipulated that 
January I, 1925, should be the effective date. 
The council will meet in New Brunswick, said 
Superintendent Foster, in time to ratify the 
January 1, 1925, choice. 

For the purpose of strengthening the in- 
fluence of the individual Insurance Superintend- 
ents in Canada, stated Mr. Foster in conclusion, 
the Commissicners there passed a resolution 
that no bill to amend the Uniform Life Insur- 
ance Act should receive final consideration by 
any Provincial legislature until it has first been 
submitted for study and report by the Asso- 
ciation of Superintendents of Insurance. 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 
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The Ideal Insurance Policy 


By Wittram C. Morton, 


Registrar, Life and Casualty Insurance Company of Tennessee 


The ideal insurance policy, considered from 
my point of view, is the income policy. The 
income policy is the greatest forward step taken 
by insurance companies in many years. There 
are many disadvantages to the single sum pol- 
icy, chief of which is the way in which it so 
soon disappears from those whom it is in- 
tended to serve. This is especially true these 
days when so many people are interested in 
all these “get-rich-quick” schemes. And 
there is no better target for the promoter than 
the widow who has just come into possession 
of a single payment policy. 

It often does more harm than good for a 
woman to come into immediate possession of 
the proceeds of a rather large insurance policy. 
But to make a more ideal plan of settlement, 
I think it is a good idea to have a small cash 
payment to meet the that will 
naturally follow the death of the policyholder, 
and then follow that by an income policy for a 
stated number of months or, better still, dur- 
ing the remainder of the life of the beneficiary. 
T am interested in making insurance meet the 
specific needs of the public as much as it is 
possible to do so. In that way, we can make 
the institution of life insurance really serve 
the purposes for which it was intended. 

In order to properly ‘sell the income policy, 
we must of course understand its advantages 
and the disadvantages of a single settlement 
In this article, [ shall show some of 


‘ 


incidentals 


policy. 
the problems that arise as the result of making 
policies payable in a single sum. 

There are of course many problems that will 
arise when a policy is paid in a single sum. 
The greatest thing in favor of the income con- 
tract is that it can be brought so near home 
to the prospect. This is true because we all 
live off of incomes in one way or another. 
\When therefore we begin to show how this 
income may be continued after the death of the 
insured, we are approaching a subject that is 
hound to create a response that will lead to a 
successful sale. 

The disadvantages of single sum payments 


may be summarized as follows: 


Tue Money May Not Be Put To Work 


It may be put to work but, if so, it will be 
working for someone else. In others words, 


doing no constructive work for its 
Money that is not always employed 


A business friend of 


it 1S 
possessor. 
is one form of vagrance. 
mine in Cincinnati, who has accumulated a 
ereat fortune in thirteen years, advises me 
that his greatest lesson in finance was when 
he learned to make money make money. This 
fact is often not appreciated by those who 
come into possession of the proceeds of an in- 
surance policy. In a case of this kind it 
usually takes about all the insurance left to 
clear all the current expenses left by the hus- 
band. Whenever cases of this kind are un- 
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covered, some agent has been ‘guilty of not 
doing his duty. 


TuereE Is No Recutarity or INcome 

This is because the money is hardly ever 
arranged in such a way as to bring in a regu. 
lar income. If ever a time comes when a man’s 
wife needs a regular income, it is immediately 
following the death of the husband. This ‘a 
the time when grief is hanging more closely 
over the home, and when the widow should not 
be burdened with financial worries of this kind, 
I can not imagine any happier woman in the 
midst of such bereavement, than one realizing 
that the comforts formerly supplied by her hys- 
band are still to continue. 

The woman who is left without some kind 
of income following the death of her husband 
ss in need of sympathy, if anyone is. But it 
should be remembered that sympathy does not 
count for much. A good income at a time like 
this will be worth more than all the sympathy 
If there is anyone in the world 
who is worthy of praise and admiration, it is 
the agent who is awake to just such situations 
of this kind. And not only must he be awake 
to these things, but he should picture them to 
3y doing so, he makes himself 
a benefactor to a widow of the future. It 
should be forcefully pointed out to the pros- 


in the world. 


his prospects. 
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“Hopeless” Cases written by using 


THE COST OF DYING 


The widely known and most 
effective leaflet 


By WILLIAM T. NASH 


This most valuable canvassing document deals 
first, with inheritance or estate taxes and how the 
burden of these taxes to an estate may be taken 
care of by life insurance; second, with the many 
other items that enter into the cost of dying, 
among them being sickness and death expenses, 
other expenses, the inevitable shrinkage and losses 
that follow death and with how these also may 
be met by life insurance. 

Is Most Persuasive 

Numerous agents have given strong testimony 
as to the effectual service of this leaflet in closing 
cases deemed hopeless. One prospect read “The 
Cost of Dying’ and then told the agent: 

“No agent on earth—not even yourself—could 
sell me life insurance, but I am going to buy a 
policy just the same. I read that little pamphlet 
you gave me and as I read it I just couldn’t help 
but apply the information to my own case. It 
seemed to be written especially for me, and when 
I finished reading it I found I had sold myself 
a $75,000 life policy. Now you may go ahead 
and fix it up.” 

The new edition of ’’The Cost of Dying’’ con- 
forms to the 1924 Federal Estate Tax Act and 
contains the full text of this law. 


PRICES 
Sample Copy $ .20 500 Copies $ 60.00 
50 Copies 8.50 1,000 100.00 
100 ” 15.00 5,000 ” 400 .00 
10,000 Copies...... $750.00 
THE SPECTATOR COMPANY 
CHICAGO OFFICE 135 William Street 
Insurance Exchange NEW YORK 
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pect that the income policy will do away with 
the risk of investments and the speculation in- 
cident to such, and that no risk will be run, 
but that an immediate income will be availahle, 
thus saving the wife an untold amount of 
worry. 

The really ideal income policy is the one 
that provides a cash payment of a fixed sum, 
with a monthly income extending over a peryod 
of years. If you are looking for a place of 
real growth and service, specialize on the in- 
come plan of insurance. 


May Risk Money With Retatives WHO 
Can Not Pay 

I have seen numerous instances of this kind. 
You know our relatives are always more 
friendly with us when they hear we have come 
into possession of a little money. This is espe- 
cially true of women. A woman who has just 
come into possession of the proceeds of an in- 
surance policy will have plenty of “uncles” 
who would “be pleased to invest it for you. 
Of course, it means nothing to me, but since 
you are now left alone, I feel that it is my 
duty to help you all I can.” And you know 
the rest of the story. Many widows have 
been lured by just such talk as this and as a 
consequence have been forced to live the re- 
mainder of their lives in almost abject poverty. 
The relative who would be guilty of such a 
crime as this is of course one kind of criminal, 
and should be punished. This thought should 
also be used to show the prospect who desires 
to leave his wife to be cared for provi- 


dentially. Drive this home: “If you do not 
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Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in_ force 


TERRITORY OPEN IN 


INDIANA, OHIO, iLLINOIS, MICHIGAN, 
— TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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look out for the interests of your loved ones, 
the chances are that no one else will.” 


May Be ExtTRAVAGANT 

I heard very recently of a lady who was leit 
a $5000 policy by her husband. It so happened 
that their home was mortgaged for about $2500. 
The thing to have first done would have been 
to lift this mortgage, and used the other in 
an economical way. But this woman, who had 
never had that much money in her life, bought 
a $2000 car, and spent the other $3000 on finer 
clothes. In a few months, the mortgage was 
foreclosed, and this woman and her children 
were forced upon the mercies of a cruel world. 
Slip this thought into the ear of your pros- 
pect: The world may be kindly disposed to 
the poor who try to help themselves, but it will 
kick in the back those who waste what little 
they have had given them. 

Sewing machines are good things. But what 
do you think of this story? In a certain sec- 
tion of my State, a man was confined to his 
bed with tuberculosis. Death was lurking at 
his very threshold. His neighbors knew the end 
of his time was drawing near. 
treading at the feet of his wife and five chil- 
dren. The neighbors banded together and made 
up fifty (50) dollars to help tide them over. 
What they should have done was to take this 
But in- 


Starvation was 


money and buy provisions for them. 
stead of that, the money was turned over to 
his wife. Instead of using it all for things 
of necessity, she put more than $40 of it into 
a sewing machine. 

The man who leaves a lump sum policy with 
his wife may be entering the sewing machine 
business and still not be aware of it. Point 
out the follies of this, and show that his wife 
might do the same thing. 

The above are only a few of the many prob- 
lems that are sure to arise from the policy 
The fact 
that an income policy will solve all of these 
can hardly be disputed. With these thoughts 
in mind, it would be well for you to keep in 
mind and magnify in the mind of your pros- 


that is to be paid in a single sum. 


pect the following advantages of taking an in- 
come policy. Hold these thoughts in mind when 
talking income policies: 

As soon as the policy becomes a claim, the 
beneficiary finds herself upon a payroll, that 
will mean much to her comfort, happiness and 
There is absolutely nothing to 
worry about. The wife will be left in com- 
fortable circumstances, and the children will 
be assured of a good education. And the beauty 


contentment. 


about it is that only one premium will make 
this possible. The surplus and reserve of the 
company assures and guarantees this fact. 

The present scale of living may be main- 
tained. The policy should be so arranged as 
to allow .the beneficiary to live as near as 
possible according to present circumstances and 
conditions. Under this plan, no man should 
worry about death overtaking him, because he 
has made the necessary provision. 

The company’s financial experts serve with- 
out fee. To one who has had any experience 
administering an estate according to the laws 
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of the land, this can be appreciated. It is very 
well known that there are ordinarily numerous 
fees in the settling of an estate. Under an 
income policy, the beneficiary has the officials 
of an insurance company as her financial ex- 
perts, and that service is all absolutely free of 
charge. Drive this home. 

Corporate service is always superior to in- 
dividual service. This is true because of the 
added strength by reason of its being incor- 
porated and run by law. An individual may 
run through with the money and it can not be 
recovered but all insurance companies are un- 
der State supervision and must be conducted 
in a safe and legitimate way. 

Creditors can not attach the principal. In- 
surance is about the only kind of money that 
cannot be attached. 

It cannot fail in old age. 
ments are all right for awhile, but may prove 
worthless when old age comes. And of all 
times, old age is the one that should be guarded 
The income policy will look out 


Many invest- 


and protected. 
for the old age period of our lives when prac- 
tically every other plan will fail. It means a 
permanent income for everyone. 
Laws Prohibiting Common Drinking Cups 
The General Health Bureau, New York city, 
has compiled and distributed a digest of laws 
prohibiting the use of the common drinking 
cup in the several States. The booklet is re- 
vised up to October, 1924, and, in addition to 
giving the various statutes bearing on the sub- 
ject, furnishes much pertinent discussion con- 
cerning this mode of health conservation. 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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Disability Beneiits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 
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Thursday 


INSURANCE COMPANIES AND THE _ ments for life insurance companies’ money to 


RAILROADS 
President of Illinois Central Lines Says 
Over $1 Out of Every $5 of Policy- 
holders’ Money Is in Railway 
Investments 


The railroads and the insurance companies, 
and the part these play in the nation’s expan- 
sion, were comprehensively dealt with by 
Charles H. Markham, president of the Illinois 
Central Railroad Company, in an address be- 
fore the meeting of the Association of Life In- 
surance Presidents in New York city last week. 
Mr. Markham stated that there has been-a re- 
duction of operating expense on the railroads 
of $5,0c0,000 a day in the iast four years 
while there has been a real increase in the 
ability of the roads to handle large volurmes of 
business. The number of individuals investing 
in railroad securities has risen rapidly in latter 
years, said the speaker, and as a result “rail- 
way financing has become a matter for Main 
Street rather than for Wall Street.” 

All life insurance policyholders should have 
a deep interest in these things that affect rail- 
way operation, said Mr. Markham and then 
went on to tell his audience that: 

The great insurance companies which you 
gentlemen represent have done much to make 
sound railway credit a matter of great aithough 
indirect interest to many millions of our people. 
Of the $190 invested as a reserve on behalf of 
each of the fifty million life insurance policy- 
holders of this country, I am told that more 
than $40 is invested in railway bonds. In other 
words, more than $1 out of every $5 invested 
on behalf of the policyholders depends for its 
security upon the continued earning power of 
the railroads. 

If every one of the fifty million life in- 
surance policyholders could visualize himself 
or herself as a holder of railroad securities, 
stated the president of the Illinois Central, 
there would be no need to fear unfavorable 
legislation against the traction concerns and 
that knowledge on the part of the people would 
have a steadying effect upon the future rail- 
road policy of the country. Indicating that the 
investments made by life insurance companies 
in railways had fallen off from what it was in 
IQII, as far as percentages went, the speaker 
told his hearers that in the beginning of 1924 
railroad securities comprised 22.4 per cent of 
the total investments of life insurance com- 
panies. In actual dollars and cents the invest- 
ments increased materially, but the purchasing 
power of the dollar is not as great as it was. 
Mr. Markham followed this by saying: 

The comparison with real estate mortgage 
investments in particular is impressive. In I911 
the ratio of real estate mortgage investments 
to total assets of life insurance companies was 
31.7 per cent. By the beginning of 1924, in 
marked contrast to the trend of railway invest- 
ment, this item of real estate mortgage invest- 
ment had increased to 37.9 per cent. In Ig11 
the total amount of real estate mortgage invest- 
ment was $1,228,000,000, which was $156,000,000 
less than the investments in railway securities. 
At the beginning of 1924 real estate mortgage 
investments had increased to $3,344,000,000—a 
sum $1,371,000,000 greater than the current life 
insurance investments in railway bonds. 

In conclusion, Mr. Markham expressed the 
belief that railroads would continue as invest- 
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even a greater extent than formerly, and 
the question of public confidence, stated: 


The public recognizes and appreciates fair 
dealing. It is willing to pay, and pay well for 
fair dealing. The central theme of your meet. 
ing here refers to sound public opinion as “the 
nation’s great reserve.” Such a reserve as that 
is one which cannot be built up too large, Eyer 
act by a great corporation or any large bust 
ness that demonstrates confidence in the People 
is a step toward wiping out the suspicion that 
has cost our nation so heavily in the past, The 
railroads have found that frankness and fair 
dealing toward the public pay dividends in fair 
treatment by the public. 


» ON 





The Providers 
Life Assurance 
Company 
Home Office: 1530 N. Robey St., 
Chicago, Illinois 


Desires to secure the services 
of a capable agency organizer 


—a live wire— 


Salary and commission basis, 
Honesty most essential. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,000,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 
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Life Insurance Funds as Home Buillders 
(Continued from page 24) 

insurance investment funds during the current 
year is revealed by special reports from the 
same fifty-two companies, showing the farm 
mortgage loans outstanding on September 30, 
1924. During the first nine months of the 
present year these companies made a net addi- 
tion of $118,000,000 to their farm mortgage 
loans, bringing the total up to $1,781,000,000. 
This advance has increased the percentage of 
their total assets invested in farm mortgages 
from 189 per cent at the end of 1923 to 19.1 
per cent on September 30, 1924, 

The net increase made during the first nine 
months of this year does not represent as high 
a proportionate increase as made during 1923, 
when an addition of $208,000,000 was made for 
the full year to the farm mortgages. The in- 
crease during 1923 amounted to 30.2 per cent 
of the total increase in all investments and dur- 
ing the first nine months of 1924 amounted to 
22.6 per cent of the total increase. Thus, while 
companies are adding largely to their farm 
mortgage investments, the rate of the increase 

















FABLES FOR. 
THE MAN IN THE STREET 


BY WILLIAM ALEXANDER 














THE PROCRASTINATOR 


“The more haste the less speed,” 


“I must deliberate.” 


exclaimed the Careful Contractor, 


“That’s not the right course for a drowning man,” replied the Agent, 
“Nor is it the right course for you. And as you seem to believe in proverbs, 
let me remind you that It’s sometimes too late to mend.” 

“‘That’s a misquotation,” said the Contractor, “I refuse to be crowded. 


Good day.” 


But the Contractor, on his way home became so absorbed in thinking 
over what the Agent had said that he failed to dodge a Ford car that was 


speeding along, and was killed. 


APPLICATION: 
To hesitate is to be— Well, it isn’t always the best policy. 





Copyright, 1924, by The Spectator Company, New York. 
N. B.—This series of Insurance Fables for The Man in the Street has been published in book form. 


Mail 50 cents for a copy. 


Liberal discounts on quantity orders. 





Lire INSURANCE MortcAGE Loan INVESTMENTS—-DECEMBER 31, 1923 AND SEPTEMBER 30, 1924 


Based upon reports from 52 life insurance companies having assets amounting to 93.13% 
of the total admitted assets of all United States legal-reserve life insurance companies, December 











31, 1923. 
LOANS OUTSTANDING 

52 Companies % of 52 Companies % of 

Dec. 31, 1923 Total Sept. 30, 1924 Total 
Rast NOt ta CES = 3:5. 5c sare. dae Gia a ed baad $1,662,761,125 18.9% $1,781,205,811 19.1% 
MCR NONE RAL OS eo 6:6. 5cs.ib: 0's. 4 ave) sare brisk wie 1,680,890,981 19.0% 1,918,041,465 20.6% 
Metal WEOGECAGES ccc. ace.s «ors is-0.erandieioielngeratis $3,343,652,106 37.9%  $3,699,247,276 39.7% 
Total Admibted ASSetS:..<...6:<..0.0 eve: sieve cco chsve%s $8,805,015,311 100.0%  $9,328,739,687 100.0% 

NeEtT INCREASE DURING YEAR 1923 AND NINE Monts oF 1924 
Increase 

Increase % of During Year % of 

During Year ‘Total 9 Months Total 

1923 Increase 1924 Increase 

Matty MOnt@a ges sik secscsieccaveese sole sarerelneee Sebeiaeectee sels $118,444,686 22.6% 
RRR WEGNES OCG 5 gree, 0s a oy std -asnnesal cath woncvecwe 275,140,753 39.9% 237,150,484 45.3% 
PRORAMVIOL EO COG lm su c0 2 faye d a Sr Wall Mele ote $483,634,535 70.1% $355,595,170 67.9% 
Increase in Total Admitted Assets.......... $689,556,957 100.0% $523,724,376 100.0% 


is somewhat less than in 1923. 

Information on city mortgage loans sub- 
mitted for the same period shows these loans 
amounting to $1,918,000,000 at the end of the 
first nine months of 1924, or 20.6 per cent of 
the total assets as of that date, revealing an 
increase of $237,000,000 for the first nine 
months of this year, as compared with $275,- 
000,000 for the full year of 1923. 


The failure of life insurance farm loans to 
increase during the first nine months of 1924 
at the same rate as during the year 1923, evi- 
dently due to a falling-off in the demand for 
new loans by the farmers, gives further evi- 
dence of the situation heretofore 
that the current financial need of agriculture 
funds to 


suggested, 


is not so much new loans as it is 
liquidate existing loans. 


Inheritance Tax Computations 

A new and completely-revised edition of that 
valuable publication, entitled “Inheritance Tax 
Computations,” has just been printed for the 
purpose of providing accurate and up-to-date 
information regarding the inheritance tax laws 
of the several States. The book, which is pub- 
lished by Wose & Coigne, has been corrected 
to the end of the 1924 legislative session and 
figures and facts essential to the proper deter- 
mination of the amount of inheritance taxes in 
any locality are fully set forth. Extraneous 
matter has been entirely excluded, and the data 
given have been arranged in compact and con- 
cise form so as to permit of ready reference 
and thus make it easy for the reader to locate 
desired material. 

The existent rulings and regulations in each 
State are treated separately and the disposi- 
tions include the classification of beneficiaries; 
exceptions in every class; and rates of taxa- 
tion applied. Examples are given showing how 
the tax is calculated in the various States and 
there is a section of the book devoted to con- 
sideration of the Federal Income Tax on in- 
dividuals, together with such constructions as 
apply to insurance premiums and insurance pro- 
ceeds. All amendments to inheritance tax laws 
enacted during the 1924 sessions of the States’ 
legislatures have been taken into account and 
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EDMUND P. MELSON, President 


SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms - . 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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among the topics discussed are: Classes of 
Taxes; Residence vs. Non-Residence; Life \n- 
surance—Taxability: Real Property—Taxabil- 
ity; Exemptions; Deductions; Form of Pro- 
cedure; Classes of Taxable Transfers; Taxable 
Transfers Arranged by States; Property of 
Resident Decedent Taxable in Various States; 
and, Property of Non-Resident Decedert Tax- 
able in Various States. 

The book, “Inheritance Tax Computations,” 
contains seventy-eight pages, is of a size con- 
venient to the pocket, and embraces a vast 
amount of condensed information of service 
to life insurance agents. Those agents who 
are endeavoring to care for their clients’ needs 
by protecting estates from depletion through 
the operation of inheritance taxes will find the 
volume especially useful. “Inheritance Tax 
Computations” 
may be obtained from The Spectator Company, 
selling agents, at S2 per copy. 


is bound in flexible cloth and 


United Fidelity Life Promotion 

In recognition of marked ability, linked with 
a period of faithful service, J. J. Wortham has 
recently been promoted to field supervisor by 
the United Fidelity Life Insurance Company, 
Dallas, Texas. 

Prior to his elevation to his new duties, Mr. 
Wortham was connected with the renewal de- 
partment in the home office, where he profited 
from the opportunity to acquaint himself 
thoroughly with the unusually efficient methods 
and policies that have contributed in no small 
degree to the growth of the company. 
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HOW HOPES ARE SHATTERED 
A New Leaflet to Prevent Lapsation 


The correspondence files of life insurance 
companies are replete with instances which form 
the best possible arguments for taking cut ade- 
quate amounts of life insurance and keeping 
it in force. Among such records are to be 
found stories of families and dependents in 
want, children deprived of the advantages of 
education, and wives left penniless, all be- 
cause some husband or supporting wage-earner 
had not learned the lesson that life insurance 
protection was the one sure way of carrying 
out his plans after his death. 

In a new leaflet, entitled “How Hopes Are 
Shattered,” William T. Nash, the renowned 
writer on life insurance, tells what happens 
when policies are not taken out, or are taken 
out and are then permitted to lapse. With that 
forceful and concise language which has made 
the Nash series of publications appeal to per- 
sons in every walk of life, Mr. Nash, in this 
story, cites examples showing, from the hun- 
dreds of letters sent to life insurance com- 
panies, why men and women should sateguard 
the financial future of dependents by carrying 
sufficient life insurance to meet future needs. 
Time and again, as Mr. Nash points out, 
widows have written to life insurance com- 
panies in the belief that their husbands had 
provided for their wants and have discovered 
that the policy upon which everything de- 
pended was given up a few weeks prior to the 
demise of the insured. The leaflet, “How 
Hopes Are Shattered,” impinges the folly of 


j h u rsday 


SECTION 


not taking out life insurance upon the Mind 
of the reader, and forms a canvassing docy. 
ment of invaluable assistance to the agent, 
convinces the prospect that he should take oy 
life insurance, and makes the old policyholde, 
feel that he should, if need arises, sacrifice 
everything else rather than allow his insurance 
to lapse. 

“How Hopes Are Shattered,” like the other 
leaflets of the Nash series, is published by The 
Spectator Company and may be obtained at the 
following prices: Sample copy, 15 cents; 59 
copies, $3.50; 100 copies, $6; 500 copies, $25. 
1000 copies, $40; 5000 copies, $160; 10,009 
copies, $300. 


HART & EUBANK’S NEW SCHOOL 


R. G. Gregory to Head Training Depart. 
ment for Agents 


Hart & Eubank, general agents for the 
Etna Life Insurance Company, Hartford, in 
New York city, announce the establishment of 
a field training school department for new 
agents, to open January 2, 1925, with Raymond 
G. Gregory of Pittsburgh as director. Mr, 
Gregory is a graduate of Colgate University 
and also of the original life insurance school at 
the Carnegie Institute of Technology; he has 
spent three years studying under the tutelage 
of Manager N. E. Degen, of the 7£tna agency 
in Pittsburgh, and specialist in taxation as it 
affects insurance, and was an_ associate of 
Charles Jj. Rockwell, member of the faculty 
of the School of Life Insurance Salesmanship 
of the University of Pittsburgh. 
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Shortening 


which includes: 


lars-and-cents prospects. 


and creates good will. 


to policyholders. 





OF AMERICA 









the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 





An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that develops genuine dol- 


Selling Helps—Advertising material to pros- 
pect and policyholder alike, holds business 


Policyholders’ Insurance Service—Embodying 
the ideals of true service to your client. 


Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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Casualty Executives Consider Obligatory 
Automobile Coverage 


(Concluded from page 3) 


eight hours after such entry, file an automo- 
bile insurance policy with the Commissioner of 
Motor Vehicles of that Commonwealth. It 
was strongly hinted at Tuesday’s meeting that 
such a provision, affecting those outside the 
State where it was enacted, might easily cause 
dificult underwriting conditions inside the 
companies and could materially and adversely 
affect the loss ratio on these writings. 

The ever-recurring shibboleth of monopolistic 
State funds also reared itself at the meeting, 
for some of the executives pointed out that the 
widespread increase in claims, which might be 
expected after the passage of compulsory auto- 
mobile insurance legislation, would naturally 
mean a subsequent increase in rates in order 
not to jeopardize the companies. It was hinted 
that this increase, in turn, might cause the pub- 
lic (always unable to accurately judge a situa- 
tion until the need for judgment is almost 
vanished) to cry out that the companies were 
taking advantage of the laws so as to swell 
their premium incomes. A sudden jump in 
the number of claims on automobile policies, 
under a compulsory law, was suggested because 
of what would then be the practical impossi- 
bility of cautious, careful and mature under- 
writing opinion on risks. This would he espe- 
cially true if, as in the New Jersey measure, 
the proposed law provided that an assured 
who had been refused a policy could bring the 
refusing company before the Insurance Com- 
missioner or some other State official and com- 
pel it to show cause. 

No tangible crystallization of the attitude the 
committee will eventually take was offered at 
the meeting this week, but much of the material 
presented, with its attendant discussion, was 
placed in the hands of F. Robertson Jones, 
secretary-treasurer of the Workmen’s Com- 
pensation Publicity 
consolidation. Mr. Jones was one of those in- 
vited by the chairman, Mr. Lott, to take part 
in the conference, and he will present his re- 


3ureau, for revision and 


view of the committee’s findings at another 
meeting to be called soon. 


Playlet’s Author Found 
(Concluded from page 5) 


every angle of the program and other features 
of the gathering, both while plans were in the 
making and as finally presented from the plat- 
form. Also, having taken the part of the 
attorney in the playlet as produced at the Los 
Angeles convention I should know the origin 
of the lines. 

_ The idea of having such a presentation came 
trom Edward A. Woods, who talked with 
Franklin Ganse about it. The original idea 
Was to present something in pantomime. <A 
place was made in the program and we were 
‘ssured the lines would be sent us at once. 
After long waiting, an outline of the idea ar- 
tived from Franklin Ganse. 

There we were with a convention three days 
off and a play expected of us, but no dialogue 
and no actors. “What to do.” 

J: N. Russell, always able to solve any 
riddle, presented Mrs. Alice M. Irish of his 
organization to take any leading female part 
and suggested that the writer not only take the 


brief outline with him and build a play out 
of it but also that he take any leading male 
part called for. At this time I had no less 
than seventeen million things to do, details 
pressing from every angle. To find the time 
to construct a play was as impossible as to 
dig a hole in the sand and then take the hole 
into the house. But there is always a man 
somewhere to fit into every need in human 
affairs. 

Louis Uflman, with a heart in him as big as 
an apple orchard, was the man in this case. I 
phoned Mr. Ullman‘at 5:00 p. m., iaid the out- 
line before him and said: “Lou, you've got 
to produce a play out of this, ready for read- 
ing to-morrow.” Mr. Ullman replied: “I’m 
just in the midst of a big program case, 
George, but I will do anything for you.” 

Mr. Ullman worked far into the night and, 
out of his former fine experience as a pro- 
ducer and actor, at nine-thirty the next morn- 
ing placed five typewritten copies of the com- 





plete playlet as produced in Los Angeles, on 
my desk, 

Mr. Ullman deserted his work entirely, got 
together all the props, directed the three re- 
hearsals, and attended to the staging and other 
cetails. 

Mrs. Irish, whose superb acting in the part 
of the widow so reduced the Los Angeles con- 
vention to tears, found and trained the two 
capable children who acted their parts like 
seasoned veterans. Mr. Ullman dug up the 
man for the part of the bank official. During 
rehearsal I added to and subtracted from my 
lines, and Mrs. Irish rounded out her part to 
more greatly induce emotional appeal. 

The curtain went up—the play was on! 
Who wrote it? If anyone should ask me, 
I would reply: “Louis Ullman, Los Angeles, 
Cal” 

Yours very truly, 
Grorce W. Ayars. 

December 109, 1924. 














On Every Member of 
Che Insurance Profession: 


May Dow Christmas 
Be Jnyful 
And flay Che New Dear 
Bring Don 
Sucreased Happiness 


Aud Prosperity. 


Fidelity and Beposit Company 


Baltimore 
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Public Accountant Actuarial Actuarial 
i 
HARRY C. LANDWEHR DONALD F. CAMPBELL T. J. McCOMB 
Insurance a Specialty 160 No. LA SALLE ST. Telephone State 7298 CONSULTING ACTUARY 
75 Maiden Lane New York City CHICAGO Colcord Bldg., OKLAHOMA CITY, OKLA, 
Telephone Beekman 3461 




















FRANK J. HAIGHT 

















CONSULTING 
Prominent Agents and Brokers ACTUARY 
Hume Mansur Bldg. Indianapolis, Ind. 
Hubbell Building Des Moines, lowa 
LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING JNO. A. COPELAND 
American Eagle Auto- National Union | New Amsterdam Consulting Actuary 


mobile-Hartford National Hartford _ Casualty Co. 


aa ie || JAS. R. COTHRAN 





Stuyvesant PRs ag: A coll 
utomobile insurance Cc e ctuar 

State Pa. BROKERS’ LINES SOLICITED states y 

322 HURT BLDG. ATLANTA, GA. 














COME SOUTH WITH COTTING 
WONDERFUL CLIMATE A. SIGTENHORST 


Most prosperous industrial district in the 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO. 
Ist National Bank Bldg., Birmingham Ala. 


























FREDERIC S. WITHINGTON 





Actuarial mings 
CONSULTING ACTUARY 
Insur ance Exchange Bldg., Suite 948-949 


DES MOINES, IOWA 








Established 1865 








David Parks Fackler Edward B. Fackler 
wie a cieheee Breiby Conservation Specialists 
E f 
EB, FACELER & B REIBY The Otis Hann Company, Inc. 
Audits Calculations Consultations “Life Insurance Service’”’ 
Examinations Valuations 
50 BROAD STREET NEW YORK 10 So. La Salle St. Chicago, III. 





References Covering Past 23 Years 











MILES M. DAWSON & SON JAMES H. WASHBURN, F. A. I. A. 


CONSULTING ACTUARY 


CONSULTING LIFE INSURANCE Ordinary, Intermediate, 
roup, industriai an pecia asses. 
ACTUARIES WORKMEN'S COMPENSATION 
’ National Association Bldg., 36 W. 44th St. aati gg De ney ee ey en 
NEW YORK Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 














1, 


F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 











ABB LANDIS 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 





10 Jackson Place, N.W. Independent Life Bullding 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 











I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 1600 Bankers’ Trust Bldg. 
Liability and Casualty Lines . 
Industrial Funds, ete. Philadelphia 














Consulting Engineers 














Joseph H. meteene “ _ Fondiller GEORGE B. BUCK 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES ene 


Examinations and Audits in 
ail Branches of Insurance. 


75 Fulton Street New York 25 FRANKFORT ST. _ NEW YORK 


Specializing in Employees’ 
Benefit and Pension Funds 

















FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 
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THE SPECTATOR 





Miscellaneous Insurance 
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Statisticians 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 

















Wanted 








GENERAL AGENCY 


for Life Insurance Company by an Insur- 
ance Agency in Shenandoah Valley of 
Virginia producing a million dollars this 
year, with rapidly increasing volume. 
Give full details regarding commissions, 
contracts, etc., by letter. Address Life 
Agency, Shenandoah Valley, care THE 
SPECTATOR Company. 











PROPOSED POSTAGE INCREASE 
Newspapers, Magazines and _ Business 
Papers Are Now Paying Their Full 
Share of Mail Costs 


All business houses and most individuals are in- 


terested financially in the proposed increases in rates 
care of an 
conduct 


of postage, which are designed to take 
annual deficit of about $14,500,000 in the 
of the Post-Office Department, and to provide funds 
postal employees. 


for increased remuneration of 


The American Newspaper Publishers Association 


severely criticises the cost ascertainment report of 
the Post-Office Department, and holds that the deficit 
handling congressional and de- 
partmental mail of the Washington City 
Post-Office. The holds that if the free 


services of the post-office incident to government busi- 


is due to the cost of 
going out 
association 
ness and policy were discontinued, the 
department would be shown to be operating at a fine 
profit instead of at The spokesman for the 
American Elisha 
Hanson, goes on to say: 


government 


a loss. 


Newspaper Publishers Association, 


These free services, in addition to the congressional 
and departmental mailing privilege, include upward 
of $20,000,000 a year cost incident to the free cir- 
culation privilege accorded small county weekly news- 
Papers, and $15,000,000 a year cost incident to the 
handling of favored rate publications, such as _scien- 
tific, religious and fraternal magazines. On this pol- 
icy of the government the American Newspaper Pub- 
lishers Association has no criticism to make, but it 
does object to having these costs shouldered onto the 
Paying users of the second-class mail, so as to pile 
up a deficit against those who pay their way. 

Detailed criticisms are made of the manner in which 
various items are ascertainment of 
‘sts, and Mr. Hanson asserts that far too much of 
the cost of rural free delivery is charged against sec- 
ond-class matter and that an unduly large proportion 
of general overhead expenses is also chargel against 
second-class matter. He concludes his argument by 
Stating that “The Post-Office Department 
oo last year as a business institution, and the $14.- 

—— which represents its working deficit, is 
nothi e i 
i more nor less than tax for the free dis- 
Tibution of governmental mail 
a letter addressed to Senator 


treated in the 


paid for 


and literature.’’ In 


Dale, Mr. Hanson 


analy ; ; 
lyzes the cost ascertainment report recently sub- 


nit 7 é ‘ a 
ted to Congress, and sums up his findings as fol- 
OWS: 


So, by analyzing these figures, we find that in order 
to prove a deficit to second-class mail of more than 
$74,000,000 annually the Postmaster General improp- 
erly has charged it with a loss of $29,125,097,11 in- 
cident to rural free delivery; a loss of $20,112,153 
incident to the county free circulation privilege, and 
the loss of $14,951,858 incident to the distribution of 
scientific, religious and fraternal periodicals, or a 
total charge of $64,189,108.11, which, under no theory 
of fairness, propriety or good accounting, should be 
loaded on the backs of those publishers who pay their 
full postage bills. 

Another organization which is protesting vigorously 
against the alleged injustice of the proposed increase 
in postal rates is the National Publishers Association, 
the president of which, Arthur J. Baldwin, has re- 
quested a hearing before the Senate Post Office com- 
mittee. 

The second-class mail system was established for the 
use of newspapers, magazines and business papers, but 
the second-class privilege is now extended without 
reason to tons of advertising and so-called literature 
not falling properly under the second-class mail privi- 
lege as originally intended. 

Numerous associations throughout the country main- 
the interest of trade, advertising and 
numerous ideas, commendable or otherwise, 
charge an annual membership fee, 
is used to print an organ encouraging the propaganda 
advanced by such associations. Included in the ad- 
vantages of membership is the right to receive a cupy 
of the house sheet, promoting the club or 
membership plan, instances, the 
second-class mail privilege is generously extended by 
adds to the 
increases the 


tained in pro- 
motion of 
a part of which 


organ or 
and, in numerous 
the Government to such which 
burden of the and 
expense of the legitimate publications. 

A large number of papers which are not bona fide 
newspapers, but rather house organs for organziations 
including scientific, and 
fraternal accorded free passage through 
the mails and delivery, as are likewise small weekly 
newspapers in the counties wherein they are published. 
It is stated that the service of distributing such free 
over $20,000,000 
annually, which burden is saddled upon paying users 
of the so that the regular news- 
papers, magazines and business papers bear the cost 
those free use 


papers, 


second-class mail 


of various kinds, religious 


bodies, are 


mail matter costs the Government 


second-class mails 


of distribution of which 
of the mails. 

Tue Spectator is not averse to a moderate increase 
in the compensation of post-office employees, if same 
is deserved, but it does not seem right that the pro- 
fessional business papers and the newspapers of the 
stand the heavy burden of the dis- 
free mail. 

During the 


are given 


country should 
tribution of 
eight second-class 
its cost of distribution increased 100 
and the new bill another 
Some publishers have taken the ground that 
further increase will, instead of 
the Post-Office Department, re- 
sult in reduced revenue, because it will be cheaper to 
distribute some papers and magazines through other 
than the Federal Post-Office 


past seven or years, 


matter has had 
per cent, proposes similar 
increase. 
such a producing 


greater revenue for 


avenues system. 





TORONTO LIFE UNDERWRITERS 
INCORPORATE 
William Triggs Elected President—Course 
of Lectures Arranged at University 

The Life Underwriters Association of 
ronto, Canada, held its annual meeting in the 
Royal Bank building in that city recently. 
Two features of the gathering were the 
announcement that the association has been in- 
corporated, and the election of officers for the 
coming year. Members are entitled to style 
themselves “Chartered Life Underwriters” un- 
der the incorporation ruling and may use the 
letters “C. L. U.” after their names. 

The following executive officials were chosen 
to head the organization: William Triggs, 
president; W. S. Naylor, first vice-president, 
and N. B. McKibbin, second vice-president. 
Mr. Triggs is one of the outstanding figures in 


To- 


33 


Canadian life insurance circles and is a man 
of much experience throughout Great Britain. 
He was for many years general manager of 
the Equitable Life Assurance Society of the 
United States in Great Britain and has done a 
great deal to popularize monthly income insur- 
ance all over Canada. 

At the Toronto meeting it was 
announced that a course in life insurance, to 
occupy three months, had been arranged at the 
university. Fifty lectures will be given, twen- 
ty-five of these by university professors on the 
theory of life insurance and the others by 
prominent life underwriters on the practical 
application of the lessons learned. 


also 





CANADIAN COMPANIES 
AMALGAMATE 
Imperial Guarantee and Accident Insurance 
Company of Canada Taken Into Brit- 
ish America and Western Assur- 
ance Companies 

Arrangements have been concluded by which 
the Imperial Guarantee and Accident Insurance 
Company has been acquired jointly by the 
British America and Western Assurance com- 
panies. 

Under the arrangements the Imperial will 
be operated as a separate organization, with E. 
Williams the managing director, and the other 
officials of the Imperial Guarantee continue 
with the company in the same capacities. 

Under the amalgamation outlined above the 
new organization will be in a position to offer 
to policyholders a variety of coverings. In 
future the agents of these three companies will 
have facilities in their own offices to offer pol- 
icyholders every class of insurance except life. 
The merger will result in considerable econ- 
omies in management and business transac- 
tions. 

The British America was incorporated in 
1833; the Western Assurance Company was 
incorporated in 1851, while the Imperial Guar- 
antee and Accident was incerporated in 1905. 





PERSONAL ITEMS 











Charles C. Dominge, assistant secretary of 
the Great American Insurance Company of 
New York, celebrated the fifteenth anniversary 
of his connection with that company on De- 
cember 16. His immediate associates presented 


him with a handsome tea-wagon in com- 
memoration of the event. 
H. F. Weissenborn, recently appointed 


executive head of the Great Eastern Depart- 
ment of the Union Indemnity, Philadelphia, 
Pa., was given a congratulatory banquet by his 
business associates last Wednesday. Speaches 
of good wishes in which his friends assured 
him of their hearty co-operation were made by 
all present. He thanked them and expressed 
his deep appreciation of the surprise banquet 
and gave them his assurance he would strive 
to the utmost to fill his new duties successfully. 

Haley Fiske, president of the Metropolitan 
Life Insurance Company, and Bishop William 
T. Manning received enthusiastic applause 
from the employees of the Metropolitan when 
he spoke at a Christmas celebration in the 
rotunda of the home office of the company in 
New York city, Wednesday morning. 
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ANNOUNCEMENT ! 
THE INSURANCE SELLEGRAM 


N line with its policy of progress and following its 

desire to be helpful to its readers, THE SPECTATOR 
announces that it has made arrangements to secure 
the right of publication of The Insurance Sellegram, 
a series of copyrighted insurance sales letters by 
Victor A. Smith, with whose work we have been 
familiar for some twelve or fifteen years; first, as the 
advertising manager of one of the large Southern life 
companies, and later as advertising manager and 
superintendent of agents of the T. E. Braniff Com- 
pany, Oklahoma City—one of tle largest general 
agencies in the Southwest. 


We were first attracted to The Insurance Sellegram 
when Mr. Smith was marketing it direct to agents 
from Tulsa, Oklahoma. After making a few sales to 
some of the leading agents of the country, he decided 
to move to New York, where he is now connected with 
the Brearley Service Organization. His new duties 
made it necessary for him to give up his activities in 
connection with The Insurance Sellegram and because 
of that we have been fortunate enough to acquire it 


The letters comprising The Insurance Sellegram 
deal with every form of insurance except life. Each 
letter carries a timely and inspirational sales message 
and there are suggestions of approach and selling 
methods that we feel every agent will be glad to have. 
More than this, the letters may be used as published, 
by companies and general agents, to send to their 
local agents, who, in turn, may easily convert them 
into a strong and pulling direct-by-mail campaign to 
their customers and prospects. In this respect, The 
Insurance Sellegram—as will be seen—has a double 
value. : 


In announcing this feature service for the year 
1925, THE SPECT. TOR feels that it is doing a piece of 
constructive work in the interest of agents and com- 
panies, and, on request, it will grant to them the 
privilege of using The Insurance Sellegram—without 
cost—in the way best suited and most adaptable to 
their respective requirements. 


We feel that the use of the Insurance Sellegram by 
companies and agents will build prestige, loyalty and 
enthusiasm for them; that it will tie their respective 
organizations closer together and, this being accom- 
plished, the inevitable result will show itself in in- 
creased business. 


In any event, if we do no more than get these 
weekly messages before our readers for their benefit 
and profit we shall feel justified in the rather large 
expense invoived in their purchase and publication, 
which will begin in THE SpecrTaTor in the first issue 
in January, 1925. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


a, 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company, 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


























Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 


1—It reduces the credit waste. 

2—lIt affords an accurate basis for costs. 

3—lIt affords superior collection facilities. 

4—lIt increases efficiency. 

5—It promotes prosperity by stabilizing business. 
6—It distributes the burden of loss and affords an 


independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 


Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. 
of NEW YORK J. F. McFadden, President 


Executive Offices: 
511 Locust Street St. Louis, Mo. 
Offices in all the Principal Cities 


Credit Insurance Exclusively 
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E wrccte, Wonk Vieghits avi attests expectonted WESTERN RESERVE 
Y aggressive men with general agency qualifications. LIFE INSURANCE COMPANY 


Participating 5.4% on instalment set- MUNCIE, IND. 
Non-Participating . $ Ppprgh 

Age Limits 10 to 6 12,000,000 Assets - 

Disability Income $102,000,000 insurance in An Old Line Legal Reserve Company 
Double Indemnity force We issue all Standard forms of policies. 


Atlantic Life Insurance Company Agents wanted in Indiana and Ohio. 




















RICHMOND VIRGINIA JOHN W. DRAGOO, Secretary 
YOU may be the fellow we want. MID LAND LIF E INSURANCE COMPANY 
5 WE may be the Company you want. KANSAS CITY, MISSOURI 
D- 
THE COMPANY. Backed and endorsed by the most substantial 
y. LOUISIANA STATE LIFE INSURANCE CO. and influential business men in Kansas City. 
HOME OFFICE SHREVEPORT, LA. THE MANAGEMENT. Practical insurance men of long experience 
pe | . and conspicuous success. 
or RF tee Hb ar = rs ae Mer., THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
: Dallas, Texas ’ Little Rock, Ark COLORADO, TEXAS. The best territory 
‘ . ' in the country to-day. 
Will open new terri- DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


tory if justifiable. 

















THE WOMAN’S BENEFIT ASSOCIATION GOOD AGENTS 


OF THE MACCABEES Wanted by 


ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women SO | | T HE k N | N ION 


A “Millionaire’’ Fraternal Benefit Society 





—? et Life Insurance Company 
The Reserve Fund is over $19, 000,000 f 
Ls oe Standing is < the Best | oe ii Oo 
tecti t t i t be 
Gre aru eay Savon “nthe Chron of Ix Member FORT WORTH, TEXAS 
W. B. A. Health Centers in Every City ’ 


Summer Camps and Clubs for Girls 








Has Junior Rose Courts and Cradle Roll for Infant: 1 

)m- Its Reviews are Social and Welfare Cankecs = A Progressive Texas Company 
ace Write for information to 

s MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 

ye e@ Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mic 








NEW and up to date polic 
contracts. REAL SERVICE ~ 
to eaiuiau. and Agents. 
: NOT SO BIG to lose sight of 
‘i individual Agents, and big 
C — ~ to Pa its — 
sur pan an olicyholders satisfac- 
n ance om rf torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states Wy: gyF* 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


























Clarence J. Daly, President DENVER, COLORADO ae Sey SS JAS. H. JAMISON, Pres’t 
uCc- 
= LOUIS W. MACK, President GEO. H. SCOTT, General Agent JOHN D. MARTIN, Secretary 
ave 


our © fis oy 
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INTEGRITY. 

FIRE AND MARINE AMERICAN GENERAL HOME OFFICE BUILDING AN AMERICAN COMPANY 
INSURANCE 326 NORTH'MICHIGAN BOULEVARD FOR 
AND ALL ALLIED LINES Cc. A. FARWELL, Managing Underwriter AMERICAN PEOPLE 
sons 
35 








THE SPECTATOR 


Thursday 








————_—_ 
——— 








INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the Tu1rpD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Editon, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Younc, B.A., F.R.A.S., and KicHarp Masters, A.C.A. 


Second Edi‘ ion—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Youna, and are elaborated in succeeding chapters by Mr. MasTEks. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
hound in cloth, 








Price, post paid, $1.75 





Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00] 





Accountancy. By Francis W. PiIxLey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages, 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary’s 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 
ships.) 

Price, post paid, $1.50 





Principles of Marine Law. By Lawrence DuckwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By LAwrReENcE R: 
DicksEE, M. Com., F.C.A., and H. E. BLAIn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE ExCHANC™ NEW YORK 


THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 








$$. 








PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab. 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


aici Senp Ten Cent STAMP Foe CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











77 Kilby Street 


THE 


Boston Mutual Life Insurance 


Company 


“The Company of the — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 


A corporation organized and operating under the Insurance laws of 
Massachusetts. 


All desirable forms.of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 


benefits SIMPLY PERFECT. 








FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, —. Incorporated March 27, 1820 


harter Perpetual 
EMRE Soca x chon wiretap eels cee oes » $1,000, 
MBM s 555 0.4 oyi el esolescs\ sie + aisles seo Slelel weinisio“s 16,569,962 
Reserve and other Liabilities. .......... 10,497,543 
hgh SRS recoce sore corerrcc 5 072,419 
Surplus to Policy Holders. ....0.....0++ 6,072,419 


E. C. IRVIN, President. ; 
JT. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasweer. 
R. NN. KELLY, JR., Assistant Secretary. 

















1905 1924 


Mutual Trust Life Insurance Co. 


Insurance in Force (Dec. 31, 1923)... . $88,442,000. 00 





Total Admitted Assets.............. 10,941,045. 07 
ee er rere 9,439,248 .00 
Dividends left on Deposit (drawing 5% 

I iio igs sg un. atl aa ee ee 226,337 .68 
Se Te ee eee 192,804.53 
Surplus Assigned..... $432,944 .32 

Unassigned... $649,710.54 
1,082,654. 86 








$10,941,045.07 


For attractive agency openings in our growing 
organization, Address: Home Office, Chicago 
Temple Bldg., 77 W. Washington St., 
Chicago, Illinois. 
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A HANDY GUIDE FOR AUTOMOBILE INSURANCE 
UNDERWRITERS, AGENTS AND ADJUSTERS 


AUTOMOBILE 
INSURANCE 


By AMBROSE RYDER 


An Expert Automobile Insurance Underwriter 


A New, Complete, Standard Treatise 


Ideal for Beginners 
A Handy Reference Work for Officials, 
Agents and Brokers 


This excellent reference and text book is written, in non- 
technical language, by the former manager of the Automobile 
Department of the National Bureau of Casualty and Surety 
Underwriters, who is now manager of the Automobile Depart- 
ment of the United States Branch of the General Accident, 
Fire and Life Assurance Corporation. He is eminently quali- 
fied, by ability and experience, to produce so helpful and prac- 
tical a book, having participated in the formulation of rules, 
the making of rates and the establishment of practices in 
autumobile insurance, now in vogue throughout the United 
States. 

PRICE PER COPY, $3.75 


Discount in Quantities 


THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 


GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison 8. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Umio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 

















HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows 





Premiums received during the year 1923........ ae ame aaa $7,686,858 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc. . tae 5,871,544 
Increase in Assets. . Pika eae we aoe a 2,401,507 
Actual Mortality 56% of the amount expected 
SUGINOE TE OER Siri ce ck adecccuedenmededaceeas : 247,373,210 
ROMONOG RON 5d orc crs Cate Sekuse sed decedeumies en wacs 48,655,222 

For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 

256 BROADVW’AY NEW YORK 
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A REAL HELP FOR EVERY AGENT 


THE 


AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION 
THOROUGHLY REVISED 
GREATLY ENLARGED 


This valuable work contains a wealth o! informa- 
tion for the agent. 
A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 
THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 


ihe Home life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 





This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basii S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 











LIBERTY NATIONAL LIFE INSURANCE CO. 
CAPE GIRARDEAU, MO. 


OLD LINE—LEGAL RESERVE 
PARTICIPATING—NON-PARTICIPATING 
STANDARD—SUB-STANDARD 


NON-FORFEITABLE RENEWAL CONTRACTS 


General Agents Wanted 
In 
Illinois, Missouri and Louisiana 























**Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts 
and Commissions of ‘‘The Best Company in Dixie’ and We 
Vill Grow Together. 


CHAS. M. McCABE, President. 


6tton States 


LIFE INSURANCE CO-msxvitee 



















THE SPECTATOR Thursday 
SOUTHERN LIFE AND HEALTH INS, Cog, ’ 
‘“‘Oldest and Best’ ‘ 


THE MUTUAL LIFE Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA 
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The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS The First Supplement To The Handy Guide, 1924 


: The first supplement to The Handy Guide to Premium Rates, Appli- 
of prosperous and successful business. et has cations and Policies, 1924 edition, has been issued by The Spectator Com. 
‘ pany. This supplement contains new policy Plage and premium rates 

° ° of several prominent companies, thus bringing The Handy Guide fully y 

passed through panics, pestilence and wars to date. 7? 


Copies of this supplement will be supplied to those subscribers to The 









: Handy Guide whose names appear on The Spectator Company’s books 

unharmed, and to-day, as a result of eight at 35 cents each, while the price to non-subscribers will be 50 cents, The 
, three supplements to the 1924 edition of The Handy Guide will be furnished 

decades of endeavor offers financial strength to subscribers to that book for $1. The Handy Guide, with this supplement 
’ ’ will be furnished for $4.35 for the plain edition and $4.70 for the thumb- 





indexed edition, sent postpaid on receipt of price. Orders should be ad- 


reputation, magnitude, leadership, and life dressed to 
insurance service. 





THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INBURANCF EXCHANGE NEW YORK 




















Those considering life insurance as = 
a profession are invited to apply to 














IFE IN- 
SURANCE 
FABLES| 


The Mutual Life Insurance Co. 


of New York 
34 Nassau Street New York 
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Field Annuals 


Insurance Directories 


for 


*Greater New York Tennessee INSURANCE FABLES FOR 
+New York State North Carolina THE MAN IN THE STREET 


New Jersey South Carolina 
Kentucky Virginia Single copies 50 cents 
Texas 


ie anes eoeceinctinl FABLES FOR LIFE 
Each volume contains a complete list of agents in U NDERWRITERS 


the territory covered, with address, list of com- Single copies $1 
panies represented, etc. 


TWO NEW BOOKS BY 
WILLIAM ALEXANDER 












Many new features are included that will be found ; ' 
only in “Field Annuals.” Liberal discounts for large orders 


Price of each $5.00 Postpaid 


THE INSURANCE FIELD COMPANY THE SPECTATOR COMPANY 


Incorporated RK ; 
P. 0. BOX 617 LOUISVILLE, KY. nee NEW YORK§ 
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December 25. 
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1924 





SPECTATOR 











TWO NEW NASH LEAFLETS 


THE FARMER’S INVESTMENTS 


By William T. Nash 

There are few farmers who, after reading this most convincing leaflet, will 
not concede that the best investments for a farmer are farms and life insur- 
anagents who solicit farmers will find that copies of The Farmer’s Invest- 
ments, intelligently distributed, will yield fine crops of new business. 

PRICE PER COPY 15 CENTS 
ela Prices 
4.5 


50 copies TPP is ROC COTS 0 1,000 copies Daiwitih:c wate Set 
100 estonia ty koa 5,000 wi ol Paseo © Gr aien we ae 
ere 30.00 10,000 BO Nasatieass . .375.00 


CHARLIE FERRELL’S “DEAD BOOK’”’ 


By William T. Nash 


This leaflet describes an excellent plan, worked out and successfully 
utilized by a progressive agent, whereby prospects are shown the d angers of 
delay, as demonstrated in the cases of friends and neighbors. The “Dead 
Book’ is composed of the applications for insurance of men who postponed 
taking insurance and died before signing the application. 

PRICE PER COPY 15 CENTS 


— Prices 
5.0 








50 copies. EPS ret 0 1,000 copies. ...$65.00 
ME elon 2 ci aiac Pavel ocverw era re = 000 . -260.00 
500 Oa c cis sine dees ees <tc 37.50 10,000 ** 475.00 

THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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INCORPORATED 1871 
Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


| Issues the most liberal forms of ORDINARY 


Policies from $1,000.00 to $50,000.00, 


| with premiums payable annually, semi-annual- 


ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 3], 1923. 


RARE ea ele g. eter ee cca Gh Nias Sud dia la dl $36,916,613 .75 
LUN CTS Cee te he ae ag 32,373,207 .24 
CONT EUG DST) 0 re eer 4,543,406 .51 
MAMEEANCE MF FOLCG 6.5 5c 5c ice ns cvicvcoevsnves 255,165,568 .00 
Payments to Policyholders................00: 2,696,034 .43 


Total Payments to Policyholders since Organiza- 
BRAM 1eh ota sa ca col obit sons are sei os Suh or Bve. ue) Aid ace stoves $32,747,895 .35 


JOHN G. WALKER, President 
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54% TIMES IN 7 YEARS 


Is a record of Premium Increase which means more than a 
mere display of figures. The reason for this remarkable achieve- 
ment may be found in the unsurpassed service which has 
characterized the institution since it was founded in 1903. 

Authorized to transact business in 33 states with a Cash 
Capital of $200.000.00 and Admitted Assets of $560,000.00, 
the opportunities for responsible and able representatives are 
better than ever before. 

HEALTH AND ACCIDEN/¢ INSURANCE ONLY 


For unoccupied territory write Home Office 
INTER-OCEAN CASUALTY COMPANY 


CINCINNATI, OHIO 
W. G. ALPAUGH, Secretary J. W. SCHERR, President 














ACACIA MUTUAL LIFE ASSOCIATION 


Insurance Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


in Force 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 


























ST. LOUIS 


BETTER 
THAN 
THE 


et canals missoumL 


Are you’interested in liberal’First Year Commissions? Are you interested in non-forfeitable 
renewals? Are you interested In a direct Home Office Contract? Are you interested in 
close co-operation and assistance? 
the following territory, Missouri, Illinois, Minnesota, Texas, Oklahoma, Kansas, Ohio, 
West Virginia, Kentucky and Tennessee, 


If you can show a clean record and wish to locate in 


Write A. C. Lovell, Agency Director 


—KMERICAN NATIONAL ASSURANCE Co. 


MISSOURI 

















Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











THE SPECTATOR 











( No! CAN'TAFFORD / 
IT. BUYING A 
HOME. ON THE 
INSTALLMENT 
PLAN, 
| NEED ALL 
MY MONEY 














NORTH CAROLINA 

EAST SOUTH CAROLINA 
A. L. Woods. Southern Mgr. 
P. O. Box r61, 
Greensboro, N. Car. 


SOUTH CAROLINA 

CENTRAL & NORTH GEORGIA 
J. F. Quzts, Jr., 
Southern Manzger, 
205-2-7-210-212 Amer. Bank Bldg., 
Greenwood, S. Car. 
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THIS POLICY’LL @MPLETE 
YOUR PAYMENTS IF ANY THING 
HAPPENS—YoU CAN'T 
AFFORD NOT To TAKE | 
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District Managers Wanted in pros- 
perous open territory. 


For Agencies in Alabama, Georgia, 
North Carolina, South Carolina, and 
Mississippi, write our Managers for 
your district. 


For District Agencies in other States, 
write our Home Office. 


YOU 


INSURANCE COMPANY 
[—— INDIANAPOLIS, INDIANA. —[-== 


ACE 


INTERESTED 


/RESERVYY 
)WLOEAN / 











ALABAMA 
Meyer Levine, Megr., 
No. 3 Steiner Bldg., 
Birmingham, Ala. 


MISSISSIPPI 
W. D. Ratliff, Megr., 
515% E. Capitol St., 
Jackson, Miss. 
B. R. Kuykendall, Megr., 
Delta Counties, 
Drew, Miss. 





COR 














